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A New Capital 
Studebaker Busy 
Chevrolet Is Hot 

Me and Demosthenes 


nt ae 


By 
Chris Sinsabaugh 


Los Angeles 


HEN GENERAL MOTORS 

gets its big Pacific Coast 
plant in operation in Los Angeles 
some time this coming summer, 
this fair city will be runner-up 
to the Motor Capital, Detroit, 
they tell me, in the production 
of automobiles. And it would 
seem as if Los Angeles will have 
the right to this honor of build- 
ing more cars than any other city 
except Detroit, for besides this 
projected GM factory, there are 
in assembly here Plymouth, 
Studebaker and Willys-Overland, 
not to overlook the plants of the 
tire-making Goodyear, Goodrich 
and Firestone. 

But details of all this will have 
to wait another week or so be- 
fore the column can take it up. 
Today, the conductor 
the case of Studebaker, 
turned out its 
ear on Dec. 10 of last year, so it 
is the industrial baby right now. 
Chet Whittaker, formerly mana- 
ger of Studebaker’s New York 
branch and former president 
the Automobile Merchants Assn. 
of New York, was selected 
head the Studebaker activity on 
the West Coast. And he’s on the 
job right now as president of the 
Studebaker Pacific Corp. 

” * * 

THE STUDEBAKER PLANT 
in Los Angeles is newly built. 
Ground was broken for the plant 
in September and assembly be- 
gan on Dec. 10. The plant occu- 
pies 107,000 square feet of space, 
all on one floor, and there are 
260 employes on the payroll. The 
factory serves not only Califor- 
nia, but Washington, Oregon, 
Nevada and Arizona, and _ it 
solves for Studebaker the cara- 
vanning problem. No longer do 
new cars have to be driven over 
the road to reach the West Coast 
market. 


Production records show that 
in December, a short month, 641 
units came off the line here. In 
January the count was 698; in 
February, 1,032, and the projec- 
tion for March is 1,300. In addi- 
tion the South Bend factory 
shipped direct to dealers out here 
600 in December, the same in 
January, 308 in February and 
450 are scheduled for this month. 
At present the assembly line here 
is turning out from 40 to 50 units 
a day, which is twice the ca- 
pacity planned when the factory 
was built. And Harold Vance is 
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Trade Practice,| 


And Wage-Hour 


Aims Forgotten 


WASHINGTON.—The extent to 
which NRA codes have been 
abandoned in the motor vehicle 
retailing business was revealed 
this week when the celebrated 
Robert Report at last saw the 
light of day. Publication of the 
report was coincident with a let- 
ter from Secretary of Commerce 
Roper to President 
branding some of the conclusions 
drawn in the report as 
leading. 


The Robert Report was the re- | 


sult of a survey made by the 
request of the President after the 
demise of NRA by a board com- 
posed of Capt. W. P. Robert, 
chairman; Ernest G. Draper, as- 
sistant secretary of commerce; 


bor statistics; Francis J. Haas, 
representing labor, and H. Ferris 


White, representing management. | 

In the investigation the Robert | 
motor ve- | 
establishments | 
| having a total of 76,751 employes. 


surveyed 2,622 
retailing 


Board 
hicle 


It found that in 277 having 6,437 
employes there was no departure 
from code trade practices. Only 
122 establishments, having 1,720 
employes, showed no departure 
from either labor or trade prac- 


re- 
1) 


returns indicate,” the 
3, Col. 
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Will Soon Set 
Date For Show 
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CHICAGO.—The 1936 Automo- 
tive Service Industries Show will 
be held in Chicago this fall, under 
the joint sponsorship of the Na- 
tional Standard Parts Assn. and 
the Motor & Equipment Manu- 
facturers Assn. The date and 
location will be announced after 
April 7. | 

Decision as to the show date | 
and the location must be made 
by the joint operating committee 
in which the two sponsoring as- 
sociations have vested authority 
for complete management of the} 
show. Since the first meeting of | 
this committee will not be held | 
until Apr. 7 in Chicago, definite | 
time and place can not be de-| 
cided until after that date. 

The joint operating committee 
includes: 

For MEMA—J. M. 
National Carbon Co., Inc., New | 
York,; B. G. Close, King Quality 
Products Co., St. Louis; Malcolm | 
McCormick, Walker Mfg. Co., 
Racine, Wis.; and C. P. Brewster, | 
K-D Mfg. Co., Lancaster, Pa. 

For NSPA—L. G. Matthews, | 


(Continued on Page 2, Col. 3) 


Spangler, ||) 


rop Code Rules 


SPEAKERS TABLE GROUP at Los Angeles County Chrysler 


Expect FHA Extension 


For Service Equipment 


heavy volume of loans is still be- | 


advantages of 
be- | 
During the| 


WASHINGTON.—There is 
every expectation that federal 
financial assistance for plant 
modernization in the automobile 
equipment and service business 
will be extended beyond the pres- 


| ent statutory limit for such loans 


Mar. 
duced 


A bill, S. 
pushed 


4212, intro- 
by Senator 
U. Fletcher, of Florida, 
has been favorably reported by 
the Senate banking and currency 


31. 
and 


| committee which would continue 


this activity of the Federal Hous- 
ing Administration until Mar. 31, 
1937, and its passage is confi- 
dently forecast. This bill will 
make possible continuation of 
loans through the FHA moderni- 
zation program of from $2,000 to 
$50,000 on income producing bus- 
iness property. 

Inquiry at FHA reveals that a 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
for 30 States in February as 
Reported in ADN Today. 
1936 1935 
Pos. Make Pos. 
1—89,108 Chev. 42,020— 
2—70,465 Ford 76,203— 
3—41,387 Plym. 37,944— : 
4—19,854 Dodge 14,153— 
5—15,355 Olds. 8,457— 
6—12,805 Pont. 9,779 — 
7—11,730 Buick 5,742— 
8— 8,728 Huds.* 6,414— 
9— 5,231 Stude. 3,646—10 
10— 4,864 Chrys. 3,164— 9 
*Includes Terraplane. 


Total All Makes 
296,401 216,731 
See Total Registrations to Date, 1936- 
1936, pages 20 and 21, this issue. 








| automobile 


| orders to 
| country where 


| dealer meet when Burch E. Green, director of Chrysler sales for the 
| west coast, took over his new job. Left to Right: G. V. Orr, sales 
| manager, Chrysler Motors of California; Chris Sinsabaugh, editor of 
| ADN; P. W. Gaebelein, plant manager, Chrysler Motors of California; 
| Joseph E. Fields, president, Chrysler Sales Corp.; A. W. Miller, secre- 
| tary-treasurer, Chrysler Motors of California, and Green. 

Isador Lubin, commissioner of la- | — ~~ 


ing made as the 
this governmental assistance 
came better known. 
first 17 days of this month the 
total of loans was more than 
$12,000,000, bringing the grand 
total to $310,000,000. It was stated 
that 2% per cent of these loans 
are on automobile equipment and 
service business. 


Say Floods Will 
Not Affect Auto 
Steel Supplies 
By LOU FOLEY 
DETROIT.—Steel supplies for 


plants in this area 
will not be seriously affected by 


| the Ohio-Pennsylvania floods and 


consequent shut-down of many 


| steel mills. 


Steel buyers for the 
producers of cars were unani- 
mous, Friday, in declaring that 
Pittsburgh could be eliminated as 
a steel source without tieing up 
motor car production to any great 
extent. 

“Our operations 
centralized and our sources of 
supply so diversified that the 
shut-down of the Pittsburgh mills 
will mean only a rerouting of 
other sections of the 
supplies are im- 
mediately available,” declared an 
official of the Ford Motor Co. 

Spokesmen for General Motors 


are so de- 


| and Chrysler Corp. units were of 


| the same opinion and asserted| members and special entertain- 
| that the floods would not affect ment will be arranged for the 
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| watershed 


| announcements 


| 
largest 


South Is Slow, 
Eastern States 


Suffer Floods 


Good Spring and Sum- 
mer Season Generally 
Anticipated 


By BILL CALLAHAN 
Managing Editor, ADN 


DETROIT. — Chattering 
telegraph keys bring tidings 
today out of the west and 
northwest of increased auto- 


mobile sales during March, 
improved inventory position in 
both new and used cars and a 
spring outlook that bids well for 
an increase of 25 per cent in 
registrations during the first half 
of 1936. Drowned into silence by 
disastrous floods which have 
strewn the entire Appalachian 
with silt and debris, 
eastern states are digging them- 
selves out and preparing for a 
new day. Southern dealers find 
little to elate them in the current 


| 
dull market. 


Extent of damage to automo- 


| bile dealerships along the paths 


of various rampagous rivers could 
not be determined. Resident cor- 
respondents of ADN in many sec- 
tions in the east have been cut 
off for the past several days. The 
floods, as noted elsewhere, are 
not expected to have any serious 
effect in shutting off sources of 
supply for automobile plants. 
Meanwhile cities in the west 
and northwest are reporting 
March sales that bear out the 
previous indications that the fall 
and attendant 
sales have not tapped the spring 
market. From Salt Lake City 
comes word that March sales 
have climbed sharply. New car 
stocks are normal but used car 
stocks are heavy. The outlook 
from a volume standpoint, says 
ADN informant there, is very 
favorable. Weather conditions 
have been good. Used car allow- 
ances are still excessive and long 
Col. 1) 


(Continued on Page 2 
g , 


Rebuilders Set 
June | to 4 As 
Meeting Date 


INDIANAPOLIS.—The annual 
automotive engine rebuilders’ con- 
vention will be held from June 
1 to 4 in Cincinnati at the 
Netherlands-Plaza Hotel. 

Equipment and regular lines 
will be on display in the north 
and south halls adjoining the hall 
of mirrors where the convention 
sessions will be held. Prices of 
booths have been reduced and 
they are larger this year. 

Equipment manufacturers will 
have extra large booths at no 
advance in price, officials say. 





The program will include in- 
structive talks of vital interest to 


ladies. 





Western 


Eastern States Hampered 


A) 


Sal 


By F loods and Snowfall 


(Continued from Page 1) 
terms are said to be stimulating 
new car sales but threatening 
profits and used car liquidation. 

At Minneapolis the 
ment in farm buying power has 
been reflected in a sharp increase 


of 10 to 15 per cent in new and/| 


used car sales during March. New 
ear stocks are in good shape and 
the present heavy used car in- 
ventories are rapidly being re- 
duced. Our informant there 
looks for a 25 per cent increase 
the first half of the year. 


the same. New and used car sales 
have shown a good increase with 
more favorable weather. The im- 
provement is general throughout 
the section. New car stocks are 
normal but used car stocks are 
still on the top side. ADN in- 
formant there indicates that in 
his opinion a sharp reduction in 


used car inventories may be an- | 


ticipated during the next 30 days. 
Much of the delay in sales to 
date he attributes to 
disagreeable weather. 
Outlook is Bad 
Shreveport, La., reports 
new car sales in 


ary and February mark for the 
corresponding period. Used cars 
are at a standstill with stocks 
gradually accumulating. Terms 
on new cars and prices on used 
cars are still retarding all sales, 
our informant states. The out- 
look, he adds, is very bad with 
the only ray of sunshine the pay- 
ment of the soldiers’ bonus. 
Similarly, the present position 
and future outlook at Jackson- 
ville, Fla., is reported somber. 
Used car stocks are still heavy 
and used car sales are slow. New 
car stocks, too, are above normal 
with sales lagging behind Febru- 
ary. Usually the Jacksonville area 
enjoys a decided increase in new 
and used car sales in March, April 
and May. This pickup is depend- 
ent largely on good citrus and 
vegetable months and also upon 
the amount spent during the 
winter by tourists. So far the 
market has not responded but an 
increase is now looked for during 
April and May. 
Snow Cuts Business 
A snowfall of nearly 20 inches 
cut new car deliveries in Buffalo, 
N. Y., to a minimum last week. 
Transportation facilities were tied 
up in knots because the city did 
not have a cent for snow re- 
moval when the storm broke 
Monday night. Workmen started 
late Tuesday clearing snow but 
by Friday some streets were vir- 
tually impassable. Estimates of 
business losses through the snow 
ranged to $500,000. Charles L. 
Millikan, zone manager for the 
Chevrolet Motor Co., declared 
some deliveries were being made 
under difficulties but the volume 
was off miserably. City Chevrolet 
Co., Inc., pulled a clever stunt on 
St. Patrick’s Day when they 
loaded a new car on a bobsled 
and delivered it in that way. 


MERRY-MAKERS: Left to right: 


| Not Affect Auto 


improve- | 


| the 


At Pocatello, Idaho, the story is frantic 


|cation with Pittsburgh and ad- 
| jacent towns could not be estab- 
| lished in many cases. 


| Figgie, 





cold and | 


that | 
March were | 
down from the December, Janu- | 


|} not been 


Say Floods Will 


Steel Supplies 


Page 1) 
their production even to the ex- 
tent of one car. 

Meanwhile Detroit representa- 
tives of many steel companies in 
flooded zone were making 
efforts to learn what 
effect the catastrophe would have 
on their particular mills. Tele- 
phone and telegraphic communi- 


(Continued from 





Operations Resumed 
representative, Harry E. 
vice-president of Stand- 

ard Steel Spring Co., after try- | 
ing for two days to “raise” offic- 
ials at his Pittsburgh plant, set 
out by automobile to penetrate 
the flood lines and get first hand 
knowledge of the situation. 

The Detroit office of the Al- | 
legheny Steel plant at Brecken- 
ridge, Pa., received word Thurs- | 
day that the waters of the Al- 
legheny river had _ subsided to | 
their banks and that partial 
operation of the mill had already | 
been resumed. 

From the Superior mill at Car- 
negie, Pa., seven miles from 
flooded Pittsburgh, came word 
that the mill was above the flood 
stage anc that some shipments | 
were going out Thursday and Fri- 
day. This mill is operating as | 
usual, it was said, but with a} 
limited inventory. 

Other mills in the 
gions reported that operations 
would shortly be resumed and 
that the chief damage resulting 
from the flood waters was suf- 
fered by electrical equipment, 
such as dynamos and motors. 
These machines, it was _ said, 
would take some time to dry. 


One 





flooded re- 


Youngstown Threatened 

Dispatches from Canton, O., and 
Youngstown, indicate that all | 
mills at Wheeling, Weirton,| 
Wellsburg and Benwood in West | 
Virginia and at Steubenville, | 
Mingo Junction, Martin’s Ferry, 
Bridgeport and Bellaire, in the 
Ohio valley, were inundated. 

The Youngstown district mills, 
at a five-year peak of activity 
this week, were threatened with 
curtailment as the high water en- | 
dangered the power sub-station | 
at Toronto, O., which serves the 
major mills there. Mills in the 
Canton district are not seriously 
affected. 

Mills in the flooded area have | 
able to ship steel to 
automobile plants since Tuesday | 
due to halting of rail shipments 
because of the miles of railroad | 
track under water, dispatches say. 





“Ted” Hill, sales manager, 


Detroit Gray Iron; Raymond Kendall and Carl Marx of Fisher Body, 
and Hugh Martin, president, Detroit Gray Iron Foundry Co. 


ASI Committee 


| Fostoria 
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es Climb as South Reports Slack 





© us 


CELEBRATING at the Detroit Gray Iron Foundry Co., are Her- 


man Kluender, vice-president of 


Howard Colby, chairman of the board of Detroit Gray Iron Foundry | 


the Detroit Alloy Steel Co., left; 


Co. and Detroit Alloy Steel Co., center, and Hugh Martin, president, 
Detroit Gray Iron and Detroit Alloy Steel. 





Chevrolet Will Conduct 


DETROIT.—Continuing a 
dealer relations program inaugur- 


ated in 1934, Chevrolet will open | 
a two-day dealer advertising con- | 


W. E. Hol-| same line with dealers have estab- | 


ference here Mar. 25, 
ler, vice-president and general 
sales manager, has announced. 
Two hundred dealers from all 
parts of the country will attend. 
The purpose of the conference, 
Holler said, will be to hold in- 
formal discussions of the various 
subjects affecting the welfare of 
the dealers and the company, with 
special emphasis upon the adver- 
tising program. The dealers will 
be asked to express themselves 
freely, and their opinions will be 


| considered in the development of 


future campaigns. They will also 
be given a presentation showing 
what is in preparation for the 
next few months 

“The first day of the confer- 
ence,” said Holler, “will be spent 
in acquainting the dealers with 
the personnel and functions of 
the various departments compris- 
ing the central office organization. 
Some of these, including the retail 
selling and used car departments, 
are of recent formation, but have 
already had an important effect 
upon Chevrolet’s. retail sales, 
which for the period from Jan. 1 
to Mar. 1 broke all records in the 


Will Soon Set 
Date For Show 


(Continued Page 1) 
Sealed Power Corp., Muskegon, 
Mich., chairman; C. W. McDaniel, 
Pressed Steel Corp., 
Fostoria, O.; S. J. Levy, W. Berg- 


from 


man Co., Inc., Buffalo, N. Y.; and | 


Anderson, Motor and Axle 
Inc., Chicago, IIl. 


¥.. © 
Parts Service, 


A complete set of recommenda- | 


| company’s history. The second 

day’s meeting will be devoted ex- 

clusively to advertising. 
“Previous conferences along the 


GM Export Sales 
During February 
Best in History 


Sales of Gen- 
eral Motors cars and trucks to 
dealers in the overseas markets 
during February totaled 27,911 
units, and represented the highest 
February volume in the history 
of GM overseas operations. This 
volume was 19 per cent over the 
volume in the _ corresponding 
month of last year, and 9.1 per 
cent over the volume in January 
of this year. 

In the first two months of 1936, 
sales totaled 53,493 units, repre- 
senting an increase of 25.5 per 
cent over sales of 42,613 units 


NEW YORK. 


| for the corresponding period of 





| the 


1935. 

These figures include the prod- 
ucts of the GM’s American, Cana- 
dian, English, and German fac- 


| tories sold outside of the United 
| States 


2-Day Dealer Adv. Meeting 


and Canada. American- 
source sales of Chevrolet, Pon- 
tiac, Oldsmobile, Buick, LaSalle 
and Cadillac vehicles reflected 
substantial gains in practically 
all of the 104 countries comprising 
overseas market. General 


| Motors sales of its Vauxhall cars 


lished sessions of this sort as be- | 


ing of the utmost aid in formu- 
lation of our advertising plans. 

“For the balance of the year, 
Chevrolet plans advertising ex- 
penditures of a size in keeping 
with the broadened market that 
exists today. All types of media 
are being employed, the news- 
paper as usual, carrying a most 
substantial portion of the sched- 
ule.” 

Headquarters for the dealer 
advertising conference will be the 
Statler and Book-Cadillac hotels. 
A banquet of the dealers and 
central office executives will take 
place at the Statler on the even- 
ing of the first day. The meetings 
will be held in the General Motors 
Bldg. Auditorium, with Holler in 
charge. 


and Bedford trucks manufactured 
in England, and of the Opel and 
Blitz products manufactured in 
Germany, also showed gains in 
the countries in which they are 
produced. 


Studebaker Delivers 

1,745 Units in 10 Days 

SOUTH BEND.—Paul G. Hoff- 
man, president of the Studebaker 
Corp., has reported that dealers 
in the United States delivered 
1,745 Studebaker cars and trucks 
at retail during the first 10 days 
of March. 

This exceeded deliveries in any 
corresponding March period since 
1929, he says, and was 85 per 
cent ahead of the first 10 days 
of March, 1935. Retail deliver- 
ies for 1936 to date are 48 per 
cent ahead of 1935. 


Detroit Gray Tron Host 
To 3,000 Happy Visitors 


DETROIT. 
of the Detroit Gray Iron Foundry 
Co. thronged the plant Mar. 14, | 


Some 3,000 guests 


for the 
furnace 
the: manufacture of Lektrokast, 
its new electric furnace iron. 
Tropical scenery, 
and umbrellas, flashing 
signs and advertising displays 


opening of the electric | 
unit just completed for | 


lawn tables | 
electric | 


transformed the new building into | 


a Miami Beach setting, while an 
immense buffet, numerous small 
refreshment stands and a host of 


| fort of the inner man. An orches- 


waiters contributed to the com- | 


tra and two bands added to the | 


tions as to rules and regulations | 


for the operations of this year’s 
show is contained 


in the presi- | 


dents’ agreement, as approved by | 


the presidents and managers of 
the two sponsoring associations. 

This agreement will be pre- 
sented as a recommendation to 
the committee at its first meeting. 
Included are changes in the sug- 
gested admission and participa- 
tion regulations designed to alter 
certain conditions at the 1935 
show. 

The 1936 ASI Show apparently 
will not include among its spon- 
sors the Motor and Equipment 
Wholesalers Assn., which organ- 
ization for the past three years 
has joined with NSPA and MEMA 
in the staging of the Automotive 
Service Industries Shows. MEWA 
has announced its intention of 
operating its own separate show 
in competition with the ASI 
Show. 





gayety, while all through the fes- 
tivities Lektrokast was melted 
and poured right before the 
guests, and technicians stood 
ready to answer any questions or 
furnish any information. 

Guests were present from all 
parts of the country, and every- 
one, customers, competitors, and 
supply men, agreed that the affair 
was the best and largest of its 
kind ever seen in this section. 

The gathering was carried out 
under the direction of Hugh 
Martin, president of the Detroit 
Gray Iron Foundry Co., and his 
executive staff. 


THE WORKMEN, TOO, had their share in the festivities of the 
celebration at the Detroit Gray Iron Foundry Co., when they came off 
their shifts. From their smiles they enjoyed it as much as the guests. 
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Roper Brands Robert s NRA Report Misleading | 


Survey Discloses Changes 
Since Code Abandonment 


(Continued from 


port summarized, “about one- 
twelfth the total employes of the 
units surveyed receive less than 
the code minimum wage but 


representing about one-fourth of | 


the employes of the firms report- 
ing such departure. More than 
half the units surveyed appear to 
have hours, for some or all of the 
employes, in excess of code 
maximum. 

“The most common departure 


from code standards is in trade- 
in allowances. In nearly all cases | 
it appears that these | 


surveyed 
allowances have been 
beyond the code figures. 

“On the whole there are very 
general departures in the one 
trade practice relating to trade-in 


increased 


| about 





Page 1) 
values. There are also departures 
from labor standards reported in 
two-thirds of the units 
surveyed.” 

After stating that “some of the 
classifications of industries as to 
post-code performance are mis- 
leading,” Secretary Roper told the 
President that “in most indus- 
tries former code labor standards 
have been maintained to a 
greater degree in large establish- 
ments than in small establish- 
ments.” He also. stated that 
“closer analysis of the post-code 
records * * * on the basis of ad- 
herence to former hour and wage 
standards now a very different 
picture” from that painted by the 


| Robert Report. 


Toledo Used Car Sales Rise 


As Labors Position Improves 


E. M. LUBECK 


By 


FLINT. — Substantial increases 
| in both domestic and export de- 
liveries have necessitated a sec- 





ond boost 
schedules with the result that 


output for the month will exceed | 


14,000 units, Buick reports. 
New manufacturing schedules 


SHIPMENTS ARE NOW being made on this new Hudson. 
inch wheelbase, with a 113 horsepower engine as standard equipment and 124 horsepower optional. 


car is finished in smart new colors, including antique ivory. 


Buick Boosts Production; 


Domestic, Export Sales Up 


in March production | 
cent. 


14,254 for the month, exclusive of 
Canadian shipments. This com- 
pares with a February output of 
9,698 units, an increase of 46.9 per 


Strong overseas demand for 
new Buicks is indicated in in- 
creased orders from this source, 


It is a sports car, mounted on a 120- 


The 


Three Promoted 
To Field Posts 
By Oldsmobile 


DETROIT.—The promotion of 
three sales executives to new po- 
sitions in Oldsmobile’s field or- 
ganization have been announced. 

F. C. Sibley becomes zone man- 

ager at Atlanta, 
D. A. Hickey 
assumes the 


zone manager- 
ship at Jack- 
sonville and D. 
T. Bogart is ap- 
pointed  assist- 
ant zone mana- 
ger at Buffalo, 
> # 
Sibley, 
F. C. merly zone 
manager at 
Jacksonville, replaces P. F. 


it is reported. Rearrangement of 
March schedules included a boost 
of 27 per cent over the originally 
| planned export production while 

Meanwhile, the outlook was for March Canadian shipments were 
sustained high levels as sales re- | ¢Xpected to account for an addi- 
ports reaching the factory showed | tional 619 non-assembled units. 
steadily increasing volume during| AS 4 result of the increased 


the early part of March. Domes- | 2ctivity, Buick employment will 
tic retail deliveries during the | be maintained at the current high 


first 10 days of the month, it was | levels with approximately 14,000 


the same types and models in 
either of the other points. 

It is also pointed out that while 
there are a few dealers with 
overbalanced stocks, due to their 
holding up on still higher prices 
than are being obtained daily by 
the other dealers who are mov- 
ing cars, the majority of the 
dealers who lead from the stand- 
point of volume of sales show 
stocks of used cars that can 


are 46 per cent ahead of the Feb- 
ruary rate and are on a par with 
the heaviest production days last 
fall. 


TOLEDO, O. With the re-, 
sumption of manufacturing at | 
the plant of the Willys - Over- | 
land Co., coincident with the re- 
turn of D. R. Wilson from Cali- | 
fornia, and employment gains at 
most of the plants’ supplying 
parts and equipment for the big 
Detroit car makers, Toledo is 
beginning to present new and 
used car sales opportunities that 





for- 





Sibley 


a | on the employment roll. 


bring smiles to dealers and sales- 
men alike. 

Overland is now employing be- 
tween 2,000 and 3,000 men and 
will increase that to nearly 5,- 
000 before the end of the month 
when the releases for materials 
are made. President Wilson, as- 


serts that as a result of his wes- | 


safely be considered a balanced | 
stock with a 50 to 60-day turn- | 


over. 
Advertising Increased 
Car reconditioning 


promptly and 
are being 


is handled 
strenuous efforts | 
exerted to get cars| 


disclosed, totaled 3,237 cars, 
gain of 1,744 or 117 per cent over 
| the corresponding period a year 
| ago and the largest retail volume 
| for this period since 1928. 

Revealing the steady upcurve 





ies during the first 10 days of the 


in Buick sales, domestic deliver- | 


192% Sales Gain Made 


By Cadillac and LaSalle | 


DETROIT.—Sales of Cadillac, 
LaSalle and Cadillac - Fleetwood 
ears during January and Febru- 
ary, were reported 192 per cent of 


L’Engle, who has resigned. Hick- 
| ey was assistant zone manager at 
| Buffalo prior to his advancement 

to zone manager at Jacksonville. 

He is succeeded by Bogart, who 

leaves the assistant managership 
| of the business management de- 


into shape for display and sale current month were greater than 
| the last period of February and 
| exceeded the first 10 days of the 
| preceding month by 1,531 cars or 
89.7 per cent. 
From an original March sched- 
ule of 12,888 cars, production now 
has been boos boosted to a total of 


sales in the same period of 1935, 
indicating that the improved de- 
mand for fine cars which started 
late last year is_ continuing | 
strongly into 1936 

“Our increased sales through- | 
out the United States appear par- 
ticularly significant,” said Sales 
Manager Don E. Ahrens, “because 
they were achieved despite two | 
| adverse factors. One was the fact | 
that our 1936 series cars were in- 
troduced early in October of 1935 


Service Schools 
and thus, by the first of the year, 
they had been on the market for | 


Train 1,000 Men | 
nearly three months. Doubtless, | 


DEARBORN.—With the com-/ a great many fine car buyers who 
|had been waiting for the 1936 


pletion of a series of training | 
schools by 34 Ford branches, each | models, made their purchases 


of approximately 1,000 Lincoln-| during this three-month period 


tern trip, the company will have 
no difficulty of disposing of its 
entire production of 15,000 cars 
before new models are announced 
at the November show in New 
York. The schedule may be 
further increased because of a 
demand for the light delivery 
wagon which  Willys-Overland | 
put into the field last year. 


so as to further stimulate sales. | 
Used car advertising in the local | 
papers has also increased in vol- 
ume and size of insertion ie 
| used and with better weather | 
conditions throughout the To- 
ledo trading area none of the 
dealers express any apprehen- | 
sion as to their ability to move 
| the stocks on hand. Toledo deal- | 
ers, on the other hand, are for} 
the first time in years wonder- 
ing if they will actually get 
enough new cars to take care of 
their needs for the year. 


Lincoln- Zephyr 


D. T. Bogart OD. A. Hickey 
| partment at the Oldsmobile home 
office. 

Bogart has 


L-O-F at Top Speed 
Libbey-Owens-Ford Glass is 
operating at top speed and in 
every other shop in town labor 
conditions are at the best point 
they have reached in the past 
three years. So far this year car 
dealers have had increases both 

in new and used car sales. 


been associated 
with General Motors Corp. for 
over 16 years. Sibley has been 
associated with the sale of GM 
| products for over 10 years and 
Hickey for over seven years. 


Toledo dealers have a plan for 
reporting the number of used car 
sales which gives actual figures. 
It gives information which 
should lead to its adoption by 
dealer associations in other 
points. By the plan everyone, 
whether he is a dealer or not, 
reports the sales that are made. 
Prices on used cars are not 
shown, but the records show that 


for January 65 sales outlets re- | 


ported the sale of 1,357 used cars. 
Averaging this out it shows that 
each of the 65 sales outlets dis- 
posed of an average of 21 cars 
each. The February report shows 


that 1,569 cars were sold off the | 


lots or in the used car stores, 
and, using the same number of 
outlets, the average 
each. A year ago the average 
was less than 19 cars per sales 
outlet. 


Used Car Prices Better 

While the dealers, as a rule, 
say that the increase is due to 
the bettering of the employment 
situation, they also. point to the 
fact that they are getting better 
prices for used cars than ever 
before. Comparisons with prices 
in Detroit, 69 miles away, and 
Cleveland, 124 miles away, show 
that Toledo dealers are asking 
and getting an average of 10 to 
15 per cent more money than for 


is 24 cars| 





W. E. HOLLER (right), Chev- 
rolet vice-president and general 
sales manager being presented 
with his commission as captain 
in the Texas Rangers by William 
A. Webb, general manager of the 
Texas Centennial Exposition, 
scheduled to open June 6 in Dal- 
las. The background shows cen- 
tennial buildings nearing comple- 
tion. 


| further 


States now has a trained me- 
chanic. 


handle the new line, their most 
competent service mechanics 
were required to enroll 
branch service school, where they 
were given instruction 
lasting several days, ending with 
oral and written examinations. 
Those failing to get a satisfac- 
training until 
competent. 


‘Buick Service 


. OF 
Policy Extended | 
- An addition to the | 
Buick owner service policy, de- 
signed to permit an owner who} 
may be touring or who may per- 


FLINT. 


manently change his address 
during the first 1,500 miles of 
driving to secure the usual 500- 
mile and 1,500-mile free inspec- 
tion and adjustment from any 





Buick dealer in the United States, 
has been announced. 

Heretofore, this service has 
been available only through the 
dealer from whom the car was 
p ~ased. 


Zephyr dealerships in the United | 


| usually 
As dealers were appointed to| until recently made prospective | 


courses | 


tory rank were required to take | 
judged | 





prior to Jan, 1. 
“The other factor was the un- 
severe weather which 


buyers reluctant to accept demon- 


| strations.” 
in the| 


DOROTHY STONE, daughter 
of Fred Stone, now under con- 
tract to Pioneer Studios, riding 
new Ingo-Bike, product of the 
Ingersoll Steel and Dise division 
of Borg-Warner. (See ADN, 
Mar. 14.) 


‘Federal Trucks 


Gets U. S. Order 


DETROIT.—Award to the Fed- 
eral Motor Truck Co. of a war 
department contract for 213 Army 
trucks to be built at a cost of 
approximately $250,000, is an- 
nounced by M. L. Pulcher, presi- 
dent. 

The contract is divided into 
two order, the first for 193 2%- 
ton trucks, with enclosed cabs 
and Army cargo type bodies fitted 
with tarpaulin tops and troop 
seats. Special chassis features in- 
clude double reduction axles and 
five speed overdrive transmissions, 
the latter giving increased speed 
when the truck is empty or car- 
rying light loads. 

The second order calls for 20 
1%-ton dump trucks equipped 
with enclosed cabs, hydraulic 
hoists and two cubic yard dump 
bodies with partitions. In addi- 
tion to the standard transmission 
these trucks will be equipped with 
a three speed auxiliary transmis- 





sion which makes it possible for 
the trucks to make good time 
over paved roads and to operate 
with ease over rough, uneven 
ground where greater power is 
required. 
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_ New Used Car Program is Proposed to Dealers 


5 
ey) = 
| 

: 





Would Fix Prices Locally; =a 


Answers Show Variance 





ADN’s Inquiring Reporter This Week Asked 
The Following Question: 


“Would you favor a program, with factory co-operation, 
to determine the local selling price of used cars? 


value thus determined dealers would advertise that they 
would give the same amount in cash for a used car that 
they would allow in trade on a new car.” 


If the Inquiring Reporter’s query did not get around to 


you your comment would be appreciated. Please write us 
your views on this question. 


With the 








DETROIT.—A proposal to 
solve the used car situation which 
came in for discussion at the re- 

cent Cleveland 
meeting of the 
Automotive 
Trade Assn. 
Managers, and 
which seems to 
have possibili- 
ties for discour- 
aging excessive 
allowances, 
forms the basis 
for the Inquir- 
ing Reporter’s 
discourse this 

week. 
This idea calls 
for setting up 
the usual machinery in various 
localities to determine the prices 
at which used cars are selling 
currently in each area. These 
figures would be published in a 
form resembling a stock market 
report and they would serve as a 


guide for dealers in their used car | 


transactions. 


In addition, each dealer would 
advertise that it was his policy to 
offer the same price in cash for 
a used car that he would allow 
as part payment on a new one. 

Proponents of the plan feel 
that such a plan would accom- 
plish three things: 


1. Make all dealers careful of | 
what they offer on a used car} 


and buy it like any other piece 


of merchandise they expect to sell | 


at a profit. 

2. Having bought the car at a 
proper price, the dealer would be 
in a position to sell 
quickly. 

3. Make certain that if there 
were any cut in the price of the 
new car, it would be a direct cut 
on that new price and 
charged to the new car account. 
It is felt that it is much harder 
for a man to ask $100 cut on the 
list price of a new car than to 
ask for a $100 additional allow- 
ance on his used car because he 
thinks his value of his old car is 
as good as the dealer’s. 

Dealers questioned replied as 
follows: 

+ * ca 


J. D. Taylor, Nathanson, Taylor 
& Smith, Graham distributors, 
New York City: “From the deal- 
er’s point of view the plan is not 
a good one. The chief trouble in 
selling new cars today is the 
buyer’s obsession as to how much 
he can get for his old car. In too 
many cases the customer is a 
better salesman than the man 
selling the new car. A _ better 
plan would be to raise the adver- 
tised price of the new car $100 
and let the dealer use it in bar- 
gaining over the allowance he is 
going to give on the used car 
that he takes in on the deal.” 

* * * 


Arthur Berry, vice - president 
Berry Brothers, Plymouth and 
De Soto dealers, Brooklyn: “If 
any such plan as that became 
known it would advertise the 
fact that dealers were willing to 
chisel and expected the customer 
to chisel also. It would prove to 
be an open admission that auto- 
mobile dealers cannot do business 
as they should and are willing to 
cut their profit on every deal. The 
public has unfortunately been 
educated to chisel in automobile 


| Motors, 


it more| 
| termine how successfully or other- 


thus | 





deals. So there is no dealer group 

as constituted today with enough 

spine and power to compel deal- 

ers to do business as they should.” 
* oe * 


Ralph Horgan, vice - president 
and treasurer, Kroger-Jonas, Inc., 
Ford and Lincoln-Zephyr dealers, 
New York City: “It is a beauti- 
ful plan but it is not practical. 
It involves another attempt at 
price fixing and one set of fixed 
prices, whether for new or used 
cars, is just Utopia so far as the 
automobile trade is concerned. 
If we dealers could not control 
prices with the backing of the 
government under NRA and our 
own retail code, how could we 
possibly control prices today and 
what is the advantage in taking 
the shoe that hurts off one foot 
and putting it on to hurt the 
other.” 

* * * 

B. H. Keeling, Studebaker Sales 
Co., Studebaker, Chicago: “The 
plan referred to could easily en- 


| courage winter dumping of used 


cars by their owners and might 
lead many to give up driving 
automobiles altogether. It seems 
to me that dealers have enough 
used cars in stock, taken in trade 
on new or other used cars, for 
them to pay cash for more used 
ears. This is particularly true if 
the cash price were the same as 
the trade-in price.” 
* cd cd 


H. A. Wehmeier, 
Inc., Pontiac, 
“A method of control on used 
cars is valuable, but I am in 
favor of factory audits to de- 


Community 
Chicago: 


wise the dealers’ used car opera- 
tions are in the course of a year 


FIFTEEN OF THESE stations will be erected for the Standard 
Oil Co. of Ohio by the Austin Co., Cleveland. All will be of uniform 


design. 


tors in the equation will not help 
matters at all. I am absolutely 
opposed to the plan as it will de- 
stroy all standards of the new 
car.” 

* * * 

E. M. Truett, vice-president, 
Nash Mississippi Valley Co., 
Nash: “Without going any fur- 
ther into the discussion, I am 
absolutely against any such plan. 
I don’t want to even talk any 
more about it.” 


Jimmy Collins, Jimmy Collins 
Chevrolet Co.: “I think the theory 
is good. It may be a little diffi- 
cult to put into application, but I 
believe that the public could be 
educated into realizing that a 
trade-in is a legitimate business 
transaction. Most buyers. will 
listen to reason and it shouldn’t 
be too difficult to educate them in 
this way. Factory co-operation 
would be a great help in bringing 
this about.” 








or any other specified period. 
The dealers should be judged on 
their acumen as business men 
and their ability to break even 
or take small, set minimum losses 
on trades.” 


x + * 





Fred Hawkins, Fred Hawkins, 
Inc., Chrysler-Plymouth, Chicago: 
“I don’t see how it is practical 
to set general used car values. 
Each car should be figured on its 
own value, which in turn is a 
matter of the condition of that 
automobile and the number of 
used cars of such a year and 
model the dealer has in stock. 
People still insist upon shopping 
around, playing one dealer’s al- 
lowance against the other, and 
finally finding a foolish dealer 
who will go far beyond what a 
used car is worth in trade.” 

* * * 


E. A. Stephens, president, Com- 
munity Motors, Inc., Buick and 
Pontiac, New Orleans: “I favor 
the plan whereby factory co- 
operates in controlling used car 
prices insofar as I understand 
schedule outlined. It appears 
like a step in the right direction 
as it will establish a definite 
price for used cars in the minds 
of the public and thereby give 
the dealer the opportunity to sell 
their products on their merits.” 





* * * 


E. J. Hoffman, sales manager, 
Fred Perkins, Inc., Studebaker: 
“Why permit the value of a new 
automobile to become as variable 
and doubtful as are the values 
of used cars. Two unknown fac- 


Headix Plane Safety School 


fFor South Bend, May 25-28 


SOUTH BEND, Ind.—Frank B. 
Willis, vice-president of Bendix 
Corp., has announced plans for 
a national safety school to be 
held here May 25-28. 

More than 500 Bendix dealers 
will meet here to study methods 
of safety promotion. These dele- 
gates will carry back results of 
the conference to the more than 
30,000 representatives of the 
plant. 

A selected group of 42 men are 
to meet today, Thursday and 
Friday at the plant preparatory 
to a tour of the country in the 
Bendix Safety Fleet, composed of 
22 automobiles. These drivers 
will visit every state in the 
Union, inviting each Bendix 
dealer to send delegates to the 
meeting here in May. 

Each of the cars is a complete 
“rolling laboratory,” displaying 
all safety devices manufactured 
by the Bendix corporation to 
make motoring safer. 


Tax Program 
Hearing Set 
For Next Week 


WASHINGTON.— Hearings on 
the Administration’s new tax pro- 
gram before the full House Ways 
and Means Committee are fore- 
cast for next week, possibly be- 


BILL HUFSTADER SMILES 
as Buick production is increased 
to care for the strong demand in 
both the domestic and export 
markets. 








ginning Tuesday. In the mean- 
time the sub-committee, which is 
attempting to draft a bill in con- 
formity with President Roose- 
velt’s ideas, is struggling with 
a lot of ramifications and tech- 
nical problems which, in the 
words of Chairman Hill, “keep 
shoving up and _ complicating 
things.” 

Hope that the bill will not have 
to be the drastic drain upon busi- 
ness and industry at first in- 
dicated surged up this week 
when the huge tide of income 
tax payments on last year’s re- 
turns began to roll in. This was 
tempered somewhat, however, by 
revelation that most of the heavy 
increase over the comparable 
period of last year had been dis- 
counted by the President’s budget 
estimates. At best, sub-commit- 
tee members say, it will only 
scale down the money sought in 
the new revenue hunt by some 
$32,000,000 and Treasury spokes- 
men said it would have no effect 
upon the Administration tax 
estimates. 


The ramifications encountered 
by the sub-committee, largely 
have to do with anticipating loop- 
holes in the corporate surplus 
tax proposal and plugging them 
before the bill is written. The 
sub-committee was said to be in 
agreement on a plan to withhold 
at the source sufficient dividends 
of foreign investors in American 
corporations to pay the tax they 
would otherwise escape by living 
abroad. It has already agreed 
to apply the “cushion” principle 
to taxes on corporations to en- 
courage accumulation of small re- 
serves against future depressions, 
but the rate schedule is still 
tentative. 


Hudson Sales 
At 6-Year High 


DETROIT. — Retail sales of 
Hudsons and Terraplanes in the 
United States for the first four- 
teen days of March totaled 3,677 
cars and exceeded all marks for 
the corresponding period for the 
past six years, according to Wil- 
liam R. Tracy, sales head. 


Continental Acquisition 
DETROIT. — Continental Motors 
Corp. has acquired the farm light- 
ing division of the Westinghouse 
Electric & Mfg. Co. Manufacture of 
the operating equipment is to 
be transferred to the Continental 
Motors plant at Muskegon, Mich., 
within the next two weeks. 





Chicago Is Named 


For Truckers Meet 

WASHINGTON. — The 
executive committee of the 
American Trucking Assns., 
Inc., has again selected Chi- 
cago as the scene of its 
third annual convention. 
The date has not yet been 
selected but it will be the 
aim of the committee to 
make it coincide with the 
annual meetings in Chicago 
of allied industries. 


Si Histed Heads 
Blue, Red Book 


7 
Dealers Service 

CHICAGO.—J. R. (Si) Histed, 
widely known for many years in 
the automobile trade, has been 
elected president of the National 
Used Car Market Report, Inc., 
publishers of the Blue Book, Red 
Book and other used car services, 
it is just announced here. 

Histed, a former president of 
the National Automobile Dealers 
Assn., and president for three 

terms of the 
Chicago Auto- 
mobile Trade 
Assn., has been 
vice-president of 
the NUCMR or- 
ganization for 
the past year. 
He achieved 
prominence in 
the trade also 
as a dealer and 
J. R. Histea distributor of 
leading makes 
of cars several years ago. 

Since joining the National Used 
Car Market Report in an official 
capacity, Histed has made a num- 
ber of trips to key points through- 
out the country. On the basis of 
his talks with leaders in the trade 
and industry, he said: 

“In my talks with dealers I find 
they feel that used cars are being. 
sold too high for the most part. 
They are too close to the price 
of the new cars. If this is cor- 
rect, the answer is that used 
automobiles must be bought 
cheaper. We have always advo- 
cated this policy as the most 
practical solution of the problem. 

“By buying used cars lower or, 
putting it another way, by paying 
what those cars are worth, the 
dealer best serves the public. He 
plays fair with the customer who 
has a used car to trade and with 
the customer who wants to pur- 
chase that car. 

“Correct allowance is the most 
important task of the dealer. It 
doesn’t take sales strategy to give 
too much. That is merely ex- 
travagance. The effect is to rob 
the dealer of his chance to break 
even or make a slight profit from 
his used car operations. The 1935 
used car losses of $150,000,000 
prove that over-allowances must 
be ruled out and that good, fair, 
sound prices must be the alter- 
native for dealers expecting to 
remain in business.” 





Chrysler Deliveries 


Best Since July 1935 


DETROIT.—Predictions by J. 
W. Frazer, Chrysler sales vice- 
president, that business would 
boom as soon as the severe win- 
ter weather broke, are being 
borne out by the sales records of 
the Chrysler dealer body. 

In the week ending Mar. 14, 
Chrysler dealers delivered more 
cars at retail than in any week 
since July, 1935. Plymouth de- 
liveries by Chrysler dealers also 
were high, the figures being the 
best since last November when 
the 1936 Plymouth line was in- 
troduced. For the last three 
weeks, Chrysler dealers have 
shown an average increase of 
from 20 to 25 per cent in retail 
deliveries over each preceding 
week. 
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Chevrolet Gives Dealers Architectural Aid 
Supplies Remodeling Plans 


For Sales-Service Units 


DETROIT.—To help their deal- 
ers increase their service business 
and get greater customer contact, 
Chevrolet has recently enlarged 
its building plan division to in- 
clude architectural help in remod- 
eling dealers’ places of business. 

Through this home office de- 
partment obsolete buildings are 
made modern and attractive at 
the least possible expense to the 
dealer by utilizing as much of the 
basic structure of the original 
building as is practical. New 
fronts in the modernistic style, 
with approaches and entrances 
adopted to present day motor car 
service requirements, are added 
which completely change the ap- 
pearance of the building. 

“When a dealer finds difficulty 
in getting his full share of the 
service business available in his 
neighborhood, we frequently find 
that his building is the principal 
reason for his lack of volume,” 
says C. W. Wood, national direc- 
tor of service. “The motorist to- 
day is not interested in getting 
his service work done where he 
has to maneuver around in 
crowded traffic in order to get 
into the dealer’s place of busi- 
ness.” 

The dealer who wants to attract 
service business must have first, 
an attractive clean-appearing 


Joot ROOM 


- 
HEAVY REPAIRS 


STORAGE 





building. He must have the ap- 
proaches to his service depart- 
ment accessible. The ideal design 
is one that allows the motorist to 
drive directly on to an apron, and 
then through a wide, accessible 
entrance into the service depart- 
ment, 

As can be seen from the two 
suggested plans shown on this 
page, Chevrolet believes the 
dealer should add gasoline dis- 
pensing to his service sales ac- 
commodations. Gasoline is the 
one item that the motorist must 
buy when he needs it. A car 
owner can drive miles while still 
low on oil; without a fan belt or 
with his car firing on but half the 
cylinders but he can’t go a rod 
with his gas tank dry. 

Next in importance are the 
lubrication wells and quick wash 
department, for these items are 
the next most often used services. 
All of these services must be so 
arranged in the modern dealer 
building that the driver can prac- 
tically place his car in position 
to receive the desired service by 
merely turning in from the street. 

Ten years ago valve grinding, 
complete motor overhaul and 
rear axle service was an impor- 
tant part of the service shop 
revenue. Today these operations 
are in the minority. Today the 
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DESIGNED FOR UTILITY, this station soovthan _ of room 


in an efficient layout. 
the interior. 


Above is the outside appearance, and below 


dealer makes his greatest profit 
from washes, lubrication, tune- 
ups, fender and body repairs and 
refinishing. 

Thus, every Chevrolet remodel- 
ing plan calls for adequate greas- 
ing hoists, quick wash racks or 
wells and a lacquer room. 

In laying out the remodeling 
plans, particular emphasis is paid 
to the service potential of the 
dealer’s retail contract and the 
location of each department in 
the service floor is kept in direct 
relation to this potential. 


Exterior appearance is _ also 


quite vital in the modern dealer- 
ship. The building must be not 
only attractive and always look 
clean, but must be distinctive 
from other buildings in the same 
locality. Distinctiveness is gained 
by the use of a tower to carry 
the dealer’s sign and the use of 
light reflective materials of con- 
trasting colors in the exterior 
wall construction. 


The materials used and the 
costs of remodeling the old build- 
ing, of course, vary according to 
the location of the dealer. In 
drawing up the remodeling plans 
these items are always taken into 
consideration by the Chevrolet 
architectural department. 
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MODERN AND ATTRACTIVE. Above are the exterior and shop 
drawings of a modernistic Chevrolet sales service unit. Below is 
shown another version with a used car lot adjoining. 
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which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value. 


10 TH. YEAR 
see SE 
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Banning Hidden Discounts 


SUGGESTION has been made that dealers in local com- 

munities get together and through co-operative effort 
establish a practical used car evaluation plan which will 
keep them all posted on the selling prices of used cars in 
their respective communities. When this has been done 
dealers individually would advertise in their windows and 
through other media that, in fairness to car owners, the 
dealership will pay for used cars the same amount in cash 
a would be offered for the car as an allowance against 

new car. 


The object of this plan is clear. It would fix the value 
of the used car in the buyer’s mind. It would end the 
practice of hiding discounts on the new car in an over 
allowance on the used car accepted in trade. It is aimed 
to discourage haggling on the part of car buyers, since 
the prospect is less likely to ask for a discount from the 
new car price than to demand an overallowance on his 
used car. The dealer, of course, is not constrained to buy 
_ — car for cash if he does not want to put it into his 
stock. 


Should such program be developed and accepted by the 
trade, any discount given to a buyer would be charged 
directly against the new car sale rather than hidden, as 
now, and chalked up as a used car loss. It is expected 
of course, that under such a plan car makers would co- 
operate to the extent of seeing that their new car list 
prices were maintained. ADN Inquiring Reporter has 
asked for opinions on this plan this week. We would 
appreciate comment from other dealers on this question. 


Continuing FHA Funds 


UN DER the present set-up the extension of credit under 

the Federal Housing Act for the purchase of auto- 
motive equipment would end Mar. 31. This program has 
proved very helpful in aiding dealers and repairmen to 
modernize their places of business and install much needed 
new equipment for the service and maintenance of auto- 
mobiles and trucks. Extension of this program as it 
affects automotive loans is confidently expected. We sug- 
gest, however, that you wire your congressman today to 
make sure that it does not fall by the wayside. 





* * * 


Floods which have ravaged some of the most fertile 
automotive selling fields in the east are now reported 
subsiding. To what extent the industry has suffered 
direct loss as the result of the high waters cannot yet be 
determined. Already we find villages digging themselves 
out of the silt and debris and ready to start a new day. 
It is this spirit among people themselves which leads us to 
believe that flood curtailment of new and used car sales is 
only temporary and the surge of buying which started 
a few weeks ago will soon be resumed. 


* * * 


World War veterans invested 9 per cent of their 1931 
bonus loans, a recent survey shows, according to W. R. 
Tracy, vice-president in charge of sales for the Hudson 
Motor Car. 


By the Publisher 


THE OLD Thoughts while 
MAIL strolling through my 
BASKET accumulated mail 
basket: a letter from 
a Wisconsin friend asking me to 
have Detroit’s mayor learn the 
words to the old song, “Who takes 
care of the caretaker’s daughter 
when the caretaker’s busy taking 
care?”—alluding, I opine, to the 
present situation in which one 
city employe stole $105,000 of the 
money he had collected from the 
retrieved assets of another city 
employe who has already served 
two years in the state’s prison 
for stealing the same money. I 
suggest a more topical theme 
song for my beloved Detroit, 
“The money goes round and 
round, but the trouble is it never 
comes out where it should!” 
ES * * 


A LETTER from our paper 
suppliers telling us that “on and 
after the first day of April’ our 
paper for ADN will cost us more 
money. O, yeah! Well, they 
can’t put us in jail like this and 
we order another car load to be 
delivered in March, but when that 
is gone we pay the upped price 
and like it, or else. And a letter 
from one of the boys we sent to 
the fresh air camp last summer, 
with a little thumb-marked kodak 
picture of the lad taken on the 
dock proudly holding up what 
appear to be two six-inch sun 
bass. He writes: “I had a swell 
time and I would have written 
you before but I could not find the 
picture of me and I wanted you 
to see that we caught lots of fish 
and had lots to eat and I hope 
you will forgive me for not writ- 
ing you before and send me again 
next year because it was the best 
time I ever had in my life be- 
cause I never lived in the coun- 
try before and I love it!” No 
75-lb. sailfish pulled on my line 
this winter like those little bass 
did on my young friend’s at 
Ohiyse Lake last summer, I 
know, but then nothing I can 
write him will pull on his heart- 
strings like his little letter did 
on mine! Was that what Mr. 
Emerson was writing about when 
he mentioned life’s compensa- 
tions? I put down his letter with 
the soiled little snapshot attached 
and vow I’ll send four deserving 
boys to camp this summer, if I 
have to steal it from my expense 
account! 

* a * 

AND A BUNCH of circulars 
from the travel bureaus, carefully 
placed in one folder by my trusty 
secretary, which I promptly dump 
into the waste basket and then 
shyly rescue later to take home 
for evening reading. And a let- 
ter from a dealer up in Wiscon- 
sin who wants to know “how 
much” for a hundred extra copies 
every week of the “pink sheet” 
which his salesmen are wearing 
out showing prospects how well 
their particular line is going this 
year—not in comparison with 
their competition, I hope! And 
a letter from a young lady with 
a Vassar scrawl who thinks she 
could edit a department in ADN 
which “would interpret the 
women’s appraisal of, and inter- 
est in, motor cars from the femi- 
nine viewpoint!” I answer her 
politely, “Editor away, lack of 
space, etc,” and wonder what she 
looks like! 

a * # 

AND A LETTER written to 
myself—like the testimonial let- 
ters in the ads and the thunder- 
ous applause over the air—which 
asks me “when will the next edi- 
tion of the Review & Reference 
Book be published,” and telling 
me that “they can hardly wait 
to get the comparative registra- 
tion figures for the past five years 
brought up to date, the corrected 
Who’s Who of the automotive 
industry, and the 417 other price- 
less reference features of this 
book,” to which I reply that we 
hope to have it completed before 
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Throw Him 


In This 


—New York Mirror. 


Out Says the Mirror 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. 


are invited to use 


this space for voicing their opinions or ideas. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Blocks Traffic 


I thought you might be interested 
in the enclosed photo (regret photo 
could not be reproduced) of the 
crowd around the first new Cord 
delivered in New York. This was 
taken in front of my office at 61 
Broadway, and I have no objection 
to your using the picture if you 
think it is of interest. 

An interesting legal question has 
arisen in connection with this car. It 
blocked traffic to such an extent 
that the police told my chauffeur 
that he would have to move the 
car. The chauffeur told the police 
that he thought he had a perfect 
right to park the car to wait for 
the owner, and that if anybody was 
obstructing traffic, it was the crowd. 
—G. M. Loeb. 


Used Cars 


The sale of 9,000,000 
senger car units would entail the 
acceptance of the same number of 
used cars in trade under the plan 
suggested by Jack Bradley in your 
issue of Mar. 11, 1936. Of the re- 
maining 13,000,000 operating pas- 
senger cars to be traded in for 
better used cars, but 9,000,000 would 
be absorbed, as the present used car 
stocks could not supply 4,000,000 
of “better used cars” for trading 
down purposes. 

I cannot see anything but a 
stimulation of used car trading- 
down processes and fail to discern 
any sound advantages gained. It 
will not reduce the totals in any 
manner and does not alter the 
present natural outlets for new car 
sales, as the greater number of new 
car prospects are now obtained from 
present owners of cars and the 
presentation of exchange’ value 
towards a new purchase is invari- 
ably stressed in all sales efforts. 
The net result would be the same 
totals in used car inventories, with 
ears of possibly lower 
value, so further than an acceler- 
ated movement which would pro- 
vide profits short of the expenses 
involved I im unable to grasp the 
economic benefits that could accrue 
to the new car dealer. The used 
car dealer might profit in a small 
way but even that is doubtful.— 
John F. Sherlock, Sherlock & Arn- 
old, Inc., New York. 


new pas- 


the first of June, that it will be 
mailed free to all subscribers to 
ADN, sold at $1.50 per copy to 
others and that if you want your 
advertising and listings included 
in the 1936 book, you had better 
tell me right away! 

a ob * 


WITH THAT I lay down my 
accumulated mail basket, the 
depths of which have never yet 
been fathomed.—G. M. S. 


averaged | 





Selling 


Not long ago you ran a series of 
five articles on retail selling by S. 
W. McMichael. I should like to get 
the five copies of the news carry- 
ing these articles. If you will please 
advise me what the costs will be I 
will send you a check to cover.— 
Thos. J. Love, merchandising man- 
ager Dodge Brothers Corp., Detroit. 


AS OTHERS 
SEE IT 


Believe It or Not 


The Robert report on mainte- 
nance of NRA standards since the 
Schechter decision now lies on the 
desk of Secretary of Commerce 
Roper. 

It shows that the best observ- 
ance of wage and hour provisions 
has been maintained by cotton tex- 
tiles, wool textiles, can manufacture 
and iron and steel. It will be noted 
by the reader that large companies 
almost entirely dominate these four 
lines. 

The poorest showing in respect 
to maintenance of wages and hours 
was found to be in cotton garment 
manufacture, electrical manufactur- 
ing, retail trade, ship building and 
repair, and wood-cased lead pencils, 
all of which, with one exception, 
are fields in which many small com- 
panies exist. 

We do not know if this report is 
either sound or accurate. We do 
know that it was made to the Ad- 
ministration by the Administration’s 
own committee. Let official Wash- 
ington reflect on this when consid- 
ering the “evils” of Big Business.— 
Wall Street Journal. 


Coming Events 


APRIL 
4-18—Chicago, Illinois Automotive Parts Assn. 
Maintenance Show. Navy Pier. 
16—Lisbon, Portugal. Auto Show. 
15-16—Milwaukee. SAE Tractor and Industrial 
Power Meeting. 
21-24—Detroit. SAE Production Meeting. 
26-May 3—Poznan, Poland. Auto Show. 
27-30—Washington. U. 8. Chamber of Com- 
merce Annual Meeting. 
MAY 
May —Paris, France. Foire de Paris. 
May —Osio, Norway. Auto Show. 
2-l1—Zagreb, Yugoslavia. Auto Show. 
10-20—Madrid, Spain. Auto Show. 
13-15—Tulsa, Okla. American Petroleum Insti- 
tute Mid-Year Meeting. 
30-June 14—Katowicz, Poland. Auto Show. 
31-June 6—White Sulphur Springs, W. Va. 
SAE Summer Meeting. 
JUNE 
1-4—Cincinnati, Automotive Engine Rebuild- 
ers’ Convention. 
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CHEVR 
SP ees Lop 


WHEN YOU HAVE YOU HAVE FRIENDS 


“RAN CHISY 


ALL FOR ONE, )> 


ONE FOR ALL 


for economical transportation 
THE ONLY COMPLETE LOW-PRICED CAR 


NEW MASTER 
DE LUXE CHEVROLET 


(COMPLETE LINE OF SIX BODY TYPES) 
Winning America’s preference by giv- 
ing America luxury at low cost. 


CHEVROLET TRUCKS 


(COMPLETE LINE—A TRUCK FOR EVERY TRADE) 


Favored everywhere because they’re 
the world’s thriftiest high-powered 
trucks. 


er erence cmeoscompmemanmmsenerrne es 


ss. 


The well-known maxim, All for one and 
one for all, applies perfectly to members 
of the Chevrolet dealer organization and 
the Chevrolet Motor Company. 


Chevrolet dealers and Chevrolet execu- 
tives stand together, firmly united by 
ties of friendship and by their common 
objective of convincing more and more 
people of the superiority of Chevrolet 
products for economical transportation. 


It is this team-play which has enabled 
Chevrolet dealers to make November, 
December and January yield the biggest 
new and used car sales records that these 
months have ever yielded in all the 
twenty-five years of Chevrolet history. 


Serpe ocoresennngeee 


en ies sassh maddincele 


And which has prompted the Chevrolet 
Motor Company to help its dealers every 
step of the way by giving them more-than- 
ordinary co-operation in advertising, retail 
sales training, used car merchandising, 
business management and other profit- 
building activities. 


Twenty-five years of outstanding sales 
success, culminating in the brilliant sales 
records of recent months, confirm the 
fact that when you have the Chevrolet 
franchise you have friends. 

CHEVROLET MOTOR COMPANY, DETROIT, MICH. 
6% NEW MONEY-SAVING G.M. A.C. TIME PAYMENT PLAN 


¢ a ee dealers have the further advantage of the new 
6% Plan—the most convenient, most eco- 


nomical ar a to understand of any time payment plan. 


t tadban 


Mla, 


NEW 
STANDARD CHEVROLET 


(COMPLETE LINE OF EIGHT BODY TYPES) 
Scoring ever-increasing sales gains as the 
world’s lowest-priced six. 


A CONTRACT WITH THREE 
DEFINITE ADVANTAGES 


1. Co-operative assistance. 


2. Stability. 3. Profit. 


CHEVROLET 


A GENERAL MOTORS VALUE 
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Jointly Operated Neighborhood Station is Success 


Four Months’ O 


Operations 


Proves Public Acceptance 


By NORMAN L. PARK 


PITTSBURGH.—Complete acceptance by the motoring | 


public of neighborhood sales and service work operated 
jointly and under the same roof by an automobile dealer 
and an oil company has been registered at the luxurious 
Gulf Refining Co.-McKinley Gregg Co. (Ford) super-serv- 
ice station which is rounding out its fourth month of 


business here. 


(See ADN, July 27, 1935.) 


Although officials of neither the automobile agency nor 


the oil company would go so far@ 


as to pronounce the station a 
complete success because of the 
limited period it has been oper- 
ating, both ex- 
pressed genuine 
enthusiasm and 
satisfaction at 
progress made 
thus far. 

When the 
beautiful new 
station, de luxe 
in every detail 
and claimed to 
be the largest 
neighborhood 
service station 
in the country, 
was opened last Dcecem- 
ber several problems faced the 
joint management and owner- 
ship. Would the public accept 
the idea? Would there be con- 
fusion about who was operating 
the establishment? Would the 
prejudice of an _ exclusive car 
agency harm the gasoline end of 
the business, and would the ex- 
clusive line of gasoline harm the 
ear end of the business? Would 
there be any sense of rivalry or 
jealousy between the two man- 
agements and their respective 
employes? 


Decision Favorable 


Experience over the last few 
months has answered each of 
these questions and the decision 


NEIGHBORHOOD 
SALES AND 
SERVICE PLAN 


has been favorable in every in-| 
| in the new Gulf Refining Co.-Mc- | 


| Kinley Gregg Co. neighborhood 


stance. 

“There seems to be no doubt 
in the minds of our customers 
that this joint operation of serv- 
ices is for their best interest as 
well as ours,” 
chandising experts of Gulf de- 
clared. “After the first two weeks 
there appeared to be no confus- 
ion about the dual service opera- 
tion. Motorists have caught the 
idea that it is more convenient 
to have their complete car sales, 
repair, lubrication and fueling 
service done at one spot than to 
have to go several places for it. 

“The appearance and atmos- 
phere of the station convince 
them that they are getting the 
most up-to-the-minute and effi- 
cient service available. 

“Complete harmony is assured 
by the fact that the McKinley 
Gregg Co. and the Gulf Refining 
Co. are of one mind on the 
ability of each other to perform 
their duties. Gulf has no de- 
sire to enter the field of auto- 
mobile sales and repair service, 
and McKinley Gregg has no de- 
sire to enter the gasoline and 
lubrication service business. Each 
of us believes that the other can 
perform his end of the work 
best. 


Catches Heavy Traffic 


“Thus we are happy to turn 
over car sales and repair pros- 
pects to the dealer, and he is 
glad to direct lubrication and 
gasoline customers to us.” 

Located in the thickly popu- 
lated Squirrel Hill district, the 
station is at a corner where 25,- 
000 vehicles pass each day. It 
has 22,500 feet of floor space, a 
luxurious waiting room and rest 
accommodations, a bright show- 
room big enough for nine cars, 
wash racks, tire and battery de- 
partment, and the big concrete 
front apron has five dual and one 
single gas pumps of the meter- 
recording design. 

William Heller is in charge of 
new and used car sales for Mc- 
Kinley Gregg Co. and has three 











salesmen working exclusively out 
of this unit. Sale of new cars 
has been brisk at this station, 
which is a branch of the agency’s 
main plant. Most of the used 
cars taken in trade are sent to 
the main plant for recondition- 
ing and sold from the company’s 
used car department. 


Trend to All Makes 


William Faid is in charge of 
the service for the agency. Thus 
far a large majority of the cars 


“EYE APPEAL)” is the keynote 
of this display of Ford accessories 


service station in Pittsburgh. 


serviced in this department have 


| been Fords, but the trend is in|} 
one of the mer-| 


the direction of “all makes.” 


Thirty men are employed at! 


present in Gulf’s part of the sta- 


tion, which is managed by E. F. | 
Twenty-four-hour serv-| 
is maintained both by the} 


Jacobs. 
ice 
gasoline station and the dealer’s 
service department. 

A new problem 
neighborhood service station op- 
eration has been uncovered by 
the joint management of this 
experimental enterprise. 


have been educating car owners 


to get their service in the shops | 


of dealers handling their par- 
ticular makes. The neighborhood 
station seeks repair and service 
business of all makes, and in 
order to achieve it must break 
down the habit among owners to 
go back to the place where they 
bought the car. 

The new Pittsburgh neighbor- 





| Business 
| registrations 
| tive 


| closed 
in successful | 


For | 
many years automobile dealers | 








b Stee SERVICE FRR ALL MARES OF TABS 


Was ume — — c 


NEIGHBORHOOD SALES and service, “De Luxe model”—An outside view of the ultra modern new 
station operated jointly by Gulf Refining Co. and t he McKinley Gregg Co., Ford dealer, in Pittsburgh. 
Probably the largest and most lavishly equipped neighborhood station in existence, it is doing a flour- 
ishing business in the Squirrel Hill suburb. 


hood station is one story in 
height and is constructed of 
cream-colored terra cotta and 
tile. Neon signs and floodlights 
give it a dazzling brillance at 
night. The location and build- 
ing are properties of Gulf, with 
slightly more than half of the 
floor space leased to McKinley 
Gregg. 
Location Important 

Commenting on possible ex- 
pansion of the joint operation 
idea, Gulf officials pointed out 
that the chief danger in their 
opinion is “outbuilding  loca- 
tions.” They recommended that 
exhaustive studies first should 
be made to determine traffic flow 
past considered locations, buy- 
ing power and car population 
density of neighborhoods §sur- 
rounding the site. 

One study made by Gulf 
showed that motorists will not 
go farther than a mile and one- 
half for the type of services of- 
fered by such stations. 


Texas Sales Increase 


High Price Cars Lead | 


| amidst as much luxury as a hotel lobby while their service work is 


AUSTIN, Tex.—The Bureau of 
Research reports that 
in 14 representa- 
counties during February 
totaled 5,327 passenger automo- 
biles, or an increase of 2.9 per 
cent over January and 6.6 per 
cent over February, 1935. 

Sales 
of this year were up 13.1 per cent 
over a similar period of 
year. The bureau’s survey dis- 
that the lowest price 
bracket car sales declined, while 
sales of high price bracket cars 
were up as compared with last 
year. 


atti Honor Lied 


OMAHA, Neb—Members of the 
Auto Trades Assn. of Omaha paid 
tribute last week to Ernest M. Lied, 
manager of the Greenlease-Lied 
Motor Co., at a dinner meeting at 
the Fontenelle Hotel. Lied was 
elected president of the National 
Auto Dealers Assn. at the annual 
convention in New Orleans two 
months ago. The affair was an in- 
formal celebration in Lied’s honor. 





in the first two months | 


last | 





COMFORTABLE WAITING room at the new Gulf-Ford neigh- 
borhood service station in Pittsburgh. Here car owners can wait 


done, and a uniformed attendant notifies them when the car is ready. 








Oil Industry Plans to Stage 
‘Lubricate for Safety’ Week 


CHICAGO.—National “Lubricate 
for Safety” week has been set 
for May 23 to 30, inclusive. 

This action on the part of the 
oil marketing industry was sug- 
gested by Victor Scales of the 
American Petroleum Institute 
and has met with favor on the 
part of the oil marketing com- 
panies. 

The basic idea is for the oil 
companies to tie up with the cur- 
rent national crusades that are 
stressing safety for the motorist. 
Their function will be the com- 
plete inspection and servicing of 
the 26,000,000 cars now in the 
U. S. 

During the week selected, the 


BRIGHT AND ROOMY interior of the new Gulf-McKinley Gregg neighborhood sales and service 
station in Pittsburgh, the first to be shared under the same roof by an oil company and an automobile 
dealer. In the foreground is the service depcrtment of the McKinley Gregg Co., Ford dealer, while in 
the background are the lubrication, tire and washing departments operated by the Gulf Refining Co. 


combined publicity efforts of 
practically all oil companies will 
be placed in back of promoting 
this drive and both oil and auto- 
motive publications are lending 
their support to the program. 

The week of May 23 to 30 was 
chosen as May is the peak month 
as far as retail sales of lubricants 
and lubrication service are con- 
cerned, due to the spring change- 
over period. 

A standard slogan, “lubricate 
for safety” will be used. This 
can be incorporated in oil adver- 
tising and sales promotion pro- 
grams and used in all advertising 
copy. A standard sticker will be 
available to oil companies to use 
in all types of promotional ma- 
terial. 


If the oil industry is successful 
in selling each motorist on the 
idea of only one additional chassis 
lubrication job during the year, 
it will mean an increase of ap- 
proximately $25,000,000 in gross 
revenue to the industry. The 
drive also focuses attention on 
the seasonal change of motor oil 
and gear lubricants and the sale 
of accessories and necessities for 
spring driving. 

The plan can also be used to sell 
the motorist on the idea of pe- 
riodic lubrication since the oil 
companies can follow it up either 
by selling the motorist on the idea 
of a complete lubrication job 
every thousand miles or, if the 
motorist does not drive a thou- 
sand miles during a month’s time, 
he can be sold on the idea of a 
complete inspection once a month 
to determine whether or not his 
car is safe for driving. 
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“Coverage... 


| Cooperation... 


V olume ... and 
ro 1ks says John Morrison, president, 
© Quaker City Motors, Philadelphia 


testifies to the 
Mr. 


modern used car lot 
Size 


and sco 
. , 7 
Morrison S busi 7 


ness. 


* New . . 
; Car Sales . : 
facilities ara = and Service ; 
building ou in the spaci ‘‘My own experience proves that 
uildin x sh SPacious b 

vere tity, the Chrysler franchise provides 


every factor necessary for making money 
in the motor car business. I have coverage 
of every price class, from Plymouth on 
up to the Chrysler Custom Imperials. | 
get cooperation on sales and merchandis- 
ing that has real practical value. Every 
line is so well regarded by the public 
that I make sales quickly and maintain 
a big volume at reasonable cost. The net 
result is a good profit, year in and 
year out. Naturally, I’m happier with 
Chrysler and Plymouth.’’ 


% 


2 


Business is good for Chrysler dealers. It has been growing steadily even through the difficult years just past. Naturally, Chrysler 
dealerships are in demand. Inquiries on file receive preference. Address Chrysler Corporation, Chrysler Sales Division, Detroit, Mich. 


CHRYSLER, axzdé PLYMOUTH | 


- 





Pedexal Announces Three New Heavy Duty Trucks 
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Gain Important Features 


By Moving Motor Forward 


DETROIT.—New transportation 
styling and numerous | 


efficiency, 
mechanical improvements are 
claimed for three new Federal 
heavy-duty trucks, models, 40, 
40DR and 50. 

The nominal gross rating of 
models 40 and 40DR is four to five 


tons, with total allowable weight | 


of 20,000 pounds. 
nominal rating of five to six tons 
with total allowable weight of 24,- 
000 pounds. Prices are: model 
40, $2,590; model 40DR, 
model 50, $3,195. 


Model 50 has a | 


$2,715; | 
Prices quoted | 


are for standard 135-inch wheel- | 


base chassis, f.o.b., Detroit. 

In designing the three 
trucks, Federal engineers have, 
by moving the engine, radiator, 


new | 


cowl and cab forward, been able | 
to gain shorter wheelbase and | 
shorter overall length without de- | 
creasing the loading space and | 


without sacrificing accessibility of 
the power plant and other units. 


With this new design, engineers | 
they have gained about | 


claim, 
half of the short length advantage 
of the cab-over-engine or “camel- 
back” truck. 

In the new 40, 40DR and 50 
models, the distance from the 
face of the front bumper to the 
rear of the cab is a foot and a 
half less than on former corre- 
sponding trucks, giving an 18- 





| three 


| Timken 


and a 
length, 


inch shorter wheelbase 
16-inch shorter overall 


| with the same loading space as 


previously furnished. This makes 
possible a new short wheelbase 


| length of 135-inches. Other wheel- 


base lengths are as follows: 145- 
inch, 157-inch, 167-inch, 179-inch, 
192-inch, 205-inch and 219.” 
Better Distribution 
The better load _ distribution 
gained by this new short design 
is said to result in increased tire 
mileage, improved braking ability 
and easier steering. Other impor- 
tant advantages are shorter turn- 
ing radius, easier maneuvering 
ability, and in states where there 
are overall length restrictions, 


| longer trailers or bodies can be 


used. The frame size and spring 
suspension remains unchanged. 


Width of front springs has been 
increased from 2% inches to 
inches. Radius rods are 
provided as heretofore on the 
model 50. The 40, 40DR and 50 
models are now equipped with 
axles, front and rear. 
Rear axles are the full floating 
bevel type on the model 40, while 
the models 40DR and 50 have 
full floating double reduction 
drive axles. Service brakes are 
Lockheed four-wheel hydraulic 
front 16 inches diameter, 2% 
inches wide, rear 17% inches di- 


FEDERAL 4-5-TON model 40 chassis, one of three new heavy-duty 


trucks, announced by Federal. 
except for rear axle equipment. 


Models 40 and 40DR are the same 
Model 50 is similar in design and 
construction but has greater power and capacity. 


By moving the 


engine, radiator, cab and cowl forward engineers claim they- have 
gained the advantage of shorter wheelbase and shorter overall length 


without decreasing loading space. 


ANOTHER “NEW DEPARTURE” 


Tooth follower steering 
gear bearing. Two fully 
formed worm teeth in- 


tegral with outer ring. 


Eliminates backlash between worm and Pitman. Pre- 
vents gear wear by rolling instead of sliding motion. 


In DETROIT PHONE Trinity 2-4700 for data 
G. CO., BRISTOL, CONN. 


THE NEW DEPARTURE MF 


Nothing Rolls Like a Ball @® No Other Form so Strong 


NEW DEPARTURE BALL BEARINGS 


PEDIGREED MATERIALS ¢ CREATIVE ENGINEERING ¢ PRECISION MANUFACTURING 











ameter, four inches wide, with the 
exception of the model 50 in 
which the rear brakes are five 
inches wide. These brakes are 
amplified by a vacuum type 
booster. The 14-inch Tru-Stop 
single shoe disc type emergency 
brake is retained on the 40 and 
40DR models. The 135-inch wheel- 
base model 50 has a 16-inch single 
shoe Tru-Stop brake on the trans- 
mission and longer wheelbase 
lengths on this model have Tru- 
Stop 14-inch double shoe brakes 
on the center cross members. 
Dayton cast steel wheels are now 
standard on models 40, 40DR and 
50. 
Engines More Accessible 

The 381 and 404 cubic inch six- 
cylinder Waukesha engines used 
in the previous models are con- 
tinued with the improvement of 
downdraft carburetion which 
makes a more accessible engine, 
and a new velocity type governor. 
The W. C. Lipe non-shock load- 
ing clutch with vibration damp- 
ener is now used in all three 
models, This 13-inch clutch op- 
erates with a cushioning action. 
The transmission is the latest de- 
sign Clark five-speed type with 
direct drive on fifth speed. Both 
the third and fourth speed gears 
are the silent helical type. 

In the new 135-inch_ short 
wheelbase chassis the use of a 
single propeller shaft is permitted. 
All longer chassis have two shafts 


with self-aligning center bearing. 


The styling of the new 40, 40DR 
and 50 models is more attractive. 
The shortened front end gives 
them a heavier appearance. 
Louvres of modern design are 
mounted with three chrome 
plated mouldings, Radiator shells. 
headlights and channel front 
bumper are chrome. Large 
chrome hub caps are furnished 
front and rear on models 40 and 
40DR, and on the front wheels 
of model 50. New skirted fenders 
are provided as standard equip- 
ment. 


Design De Luxe Cab 


luxe cab, No. 66B 
has been designed and built 
for the new Federals. It is 66 
inches wide, has a one-piece in- 
sulated stamped steel roof, V-type 
safety glass windshield with 
chrome plated frames and dual 
wipers, plywood lining and insu- 
lated rubber floor mat. 

Standard tire equipment, for all 
three models, is 9.00x20 10-ply 
balloons, single front and dual 
rear. 


A new de 


Canada Limits Trucks 


MONTREAL. — Maximum weight 
of public auto buses operated on the 
public highways of the province. 
other than in cities and towns, is 
fixed at 22,000 pounds by virtue of 
an order-in-council passed at Que- 
bee under the authority of the Mo- 
tor Vehicle Act. The restriction is 
that the weight on any one wheel 
must not exceed 500 pounds per inch 
width of its tire, and the weight on 
any one axle is not to be in excess 
of 15,000 pounds. 


In the case of public highways 
Nos. 2, 7 and 14 (from Montreal to 
the boundary lines of Ontario and 
of the United States) the maximum 
weicht may be 25,000 pounds. The 
restriction here is that the wheel- 
hase be not less than 250 inches 
that the total maximum weight for 
any one wheel does not exceed 500 
pounds per inch width of tire, and 
that the weight on the rear axle 
be not in excess of 15,000 pounds 
and that the front wheels be fitted 
with special tires so that the weight 
ner inch width on these tires be not 
in excess of 500 pounds. 


Named Sales Manager 


HARTFORD, Conn.— Thomas M 


| Nevin has been nomed general sales 
| manager of the 


Rockwell Products 
Co., makers of the Electroflo Power 
Brake System. 

Nevin was formerly 
Budd Wheel Co., Detroit, 


with the 





THIS ATTRACTIVE body, 


mounted on a 128-inch wheelbase 


34-1-ton four-cylinder Federal chassis, was designed and built by the 
Federal Motor Truck Co. especially for milk delivery. Sliding doors 
in driver’s compartment and a 36-inch wide swinging door at the rear 
provide for r quick and convenient handling of deliveries and load. 





Bus, Truck Operations 
Survive Severe Winter 


NEW YORK.—The reliability of 
motor vehicles in the perform- 
ance of essential transportation 
services received its best demon- 
stration during the last few 
months when highway operations 
continued with a minimum of in- 
terruption despite the “severest 
winter” conditions which pre- 
vailed throughout most sections 
of the United States, a survey just 
completed by the motor truck 
committee of the Automobile 
Manufacturers Assn. discloses. 


Arthur C. Butler, secretary of 
the committee, cited a recent re- 
port of the National Film Car- 
riers Assn. to the effect that, as 
far as could be determined, not a 
single theatre served by its mem- 
bers failed to receive films on 
time. 

“Interviews with representa- 
tives of farmers and farm co-op- 
erative associations indicate that 
trucks hauled their proportionate 
share of the milk and dairy prod- 
uct traffic into New York and 
other large cities in the north- 
eastern section of the country 
throughout the entire period,” 
Butler announced. “With main 
highways bearing the full brunt 
of the storms, the comparatively 
few interruptions in service were 


Autocar Places Dunham 


In Charge Detroit Branch 


ARDMORE, Pa. 
of this city has transferred Burt 
F. Dunham to the managership 

of its Detroit 
branch. Previ- 
ously Dunham 
was in charge 
of the Philadel- 
phia suburban 
sales territory, 
and worked un- 
der the direction 
of the Philadel- 
phia branch. 
In 1919 Dun- 
B.F. Dunham ham joined the 
as a highway specialist. He left 
White in 1926 to join the Mack 
company. He resigned that posi- 
tion in the following year to be- 
come a salesman at the Autocar 
branch in Allentown, and two 
years later he was transferred to 
the Philadelphia suburban terri- 
tory, from which he has just been 
promoted to the Detroit branch 
managership. 


Ky. Lifts Truck Ban 


FRANKFORT, Ky. — Chairman 
Ben Johnson of the state highway 
commission has entered an order 
lifting the ban on weight and speed 
of trucks using federal highways in 
Kentucky. The ban, imposed last 
week to remain in effect until Apr. 
1 because of road conditions, limited 
the gross weight of trucks to 13,000 
pounds and their speed to 25 miles 

an hour. 





Autocar Co. | 


White company | 





confined largely to rural feeder 
roads. 

“The fact that the majority of 
main highways were open for 
travel during the last few months 
is a tribute to the progress which 
state highway authorities have 
made in developing methods for 
clearing the roads of snow,” he 
stated. “In this effort, the officials 
of many states have enjoyed the 
co-operation of truck and bus op- 
erators who have voluntarily 
equipped their heavier vehicles 
with snow removal apparatus.” 


Council Spikes 


Truck Tax Boost 


RICHMOND, Va. (UTPS).— 
Mayor W. H. Haden, of Charlot- 
tesville, Va. this week sought to 
raise the city’s annual revenues 
$1,000 by increasing taxes on the 
approximately 400 trucks operat- 
ing in Charlottesville, but the 
council rejected the proposal after 
an hour’s discussion. 

The following city taxes on 
trucks will remain the same: 
One-half ton, $3; one ton, $3; one 
and one-half ton, $3.75; two ton, 
$5; two and one-half ton, $6.25, 
and over three tons, $10. 

In suggesting an increase of 
nearly double, Mayor Haden con- 


| tended that the trucks were not 
| paying for the damages done to 


the streets. He pointed out that 
maintenance of the streets cost 
$40,000, while truck and automo- 
bile licenses brought in just 
$8,000 a year. 


New © eodvich Tire 


AKRON, O.—A new 32 by 6 truck 
type paca ig tire for fast service is 
announced by the B. F. Goodrich 
Co. Goodrich has found that there 
is a need for this type tire in this 
size, replacing the universal tread 
in long-distance hauls where trac- 
tion is not a dominant factor. 


WANTED 


Experienced Wholesale 
Truck Men! 


@Large truck manufacturer has 
immediate vacancies for several 
energetic and aggressive whole- 
sale factory representatives. Men 
selected must have practical truck 
merchandising experience and a 
thorough knowledge of the medium 
priced truck field. Proved ability 
to develop a fast selling truck 
dealer organization is essential. 
A powerful and intensive advertis- 
ing campaign is creating wide- 
spread interest. This is an excel- 
lent opportunity for the right men. 
Write T-1, Automotive Daily 
News, at Detroit, Mich. State age, 
married or single. Give full details 
of truck experience, previous em- 
ployers and length of time employed 
with each and reasons for leaving. 
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Another Reaso 


Franchis | 
franchise im 


T’S a hard thing to put down on paper— 
this feeling old-time Buick owners have 
about owning Buicks once again. 


But it’s a very definite feeling, with a very 
definite dollars-and-cents value to Buick and 
to Buick dealers. 


Sales analysis sheets show a perceptible in- 
crease in the number of lower-priced and 
lesser cars traded in on new Buicks. 


Dealers report many a one-time Buick owner 
buying Buick again, now that depression’s 
pinch no longer hurts, and frankly rejoicing 
about it. 


For there are thousands of people in this 
country who “grew up” in Buicks — who 
have Buick in their blood. 


They hold fond memories of tough-fibred old 
Buicks that were the family faithful, the ever- 
reliable stand-by. 


And when they sample the new Buick—when 
they thrill again to the solid, earth-hugging, 
mile-skimming feel of it-when they try out 
its new-born power, its restful, lullaby com- 


e is the best long-haul 
the industry 


fort—they find a bracing new pride of pos- 
session that seems to say the bad times are 
behind us! 


Nor is it the oldsters alone who delight again 
in sitting behind a Buick wheel! Many a 
youngster on the road today is enjoying that 
feeling of having “arrived” because of his 
family’s new Buick. 


Many anew/ly established household, emerging 
from times of stress have put lesser, lighter 


WHEN BETTER 


cars behind them because Buick is so pre- 
eminently the buy! 


And the point no Buick dealer ever forgets 
is the opportunities that are his in Buick’s 
all-embracing price range! Today’s Special, 
series 40 buyer is tomorrow’s prospect for a 
Century, series 60,a Roadmaster, series 80 in 
time a Limited, series 90! Four sizes, four 
price ranges—but every one a Buick, and 
that’s what holds the trade! 


Give a thought to this angle of your franchise — 
and cast an eye on Buick’s climbing registra- 
tion record. If you’re the kind who sees a 
more solid future in such fundamentals as 
established public acceptance, there might be 
a place for you in that prospering clan of 
dealers who sell Buicks. 


AUTOMOBILES ARE BUILT, BUICK WILL BUILD THEM 





Ss 


(Continued from Page 


expected out here soon to ar- 
range for doubling the present 
capacity of the local plant. That’s 
how Studebaker is going on the 
West Coast. 
* * + 

SALES HAVE KEPT pace with 
the production and Whittaker 
tells me they are 100 per cent 
better than in December, Janu- 
ary and February of the same 
period a year ago. December 
sales this time were 1,272, Janu- 
ary, 1,273, and February, 1,381. 
March is projectioned at 1,600. It 
looks like a 12,000 year, he says, 
instead of the 7,500 anticipated. 

* * + 

BILL TRACY landed in Los 
Angeles Monday after a trip 
through the Panama Canal via a 
Grace Line Boat, with a sunburnt 
complexion not unlike a spanked 


We thank YO 


Automotive Daily News has on 
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Chris 
Sinsabaugh 


1) 


baby’s wrist. He got here just in 
time to address a meeting of 
Hudson dealers; brought together 
by Earle Anthony, who is Hud- 
son-Terraplane distributor in Cal- 
ifornia. 

There were 250 at the Jonathan 
Club Tuesday to hear the Hudson 
general sales manager’s pep talk 
dealers and their salesmen, and 
they responded 100 per cent to the 
picture of the future as painted 
by Tracy. 

Anthony had done right well by 
Hudson and Terraplane and the 
figures show that Art Fleming 
and his affiliates have shown a 
49 per cent increase in business 
in southern California in the past 
four months. With this organi- 
zation the tea leaves show that 
*35 was 42 per cent better than '34 
and that the 49 per cent as of 
today seems bound to be upped 


before this energetic organization 
is ready to call it a day on ’36 
operations. 


And among those present from | 
the factory was Andrew Hood, | 


treasurer, who gave every indica- 
tion of taking out naturalization 
papers and becoming a native son. 


* * ke 


PARDON THE BLUSHES, but | 


the Los Angeles Automobile Deal- | F 


ers Assn. threw a party for the| 
editor of Automotive Daily News | 
similar to the one staged by the | 


dealer body in San Francisco on 


Wednesday of this week at the} 


Biltmore. President Hal Tuttle, 
who is largely responsible for the 
way Buick is going in this ter- 


rain, presided and the newspaper | 
fraternity was ably represented by | 
automobile | 


a full attendance of 


editors. 
tk * * 

BERT ROBERTS, secretary of 
the association, even dragged 
Duncan Curry, automobile editor 
of the New York American, who 
is wintering in these climes, away 
from the roque game at Long 


Beach (Dunc is on a vacation, | 








its books today ... 


: 


—the largest number of paid subscribers at $6 


per year 


—the largest number of advertising schedules 


from 


—the largest number of advertisers and we are 


just as proud to report 


—the largest number of full time employes 


—the largest number of editorial correspond- 


ents and 


—the largest paper, printing and engraving 


bills in our entire 10 years history for which 


naturally 


WE THANK YOU! 








| too), 





| the Pacific Coast, 


| sort three or four times a 
| in order to keep his dealer body 
| informed as to what the factory 


| Probably 4,000 dealers will 
| tend 





Cc. P. SIMPSON, Pontiac’s new general sales manager holds first 


meeting with regional managers 
pointing to the curve. 


Others, left to right are: 


to study conditions. Simpson is 
Allen Wright, mid- 


west regional manager (Chicago); Verne Murray, newly appointed 
assistant general sales manager in charge of west; V. A. Davison, 


(standing) Atlantic regional 


manager 


(New York City); H. J. 


Klingler, president. Simpson; C. E. O’Meara (standing) Southern 
regional manager (Memphis); D. U. Bathrick, assistant general sales 
manager in charge of the east and A. A. Klein, central regional 


manager (Pontiac). 


long enough to also talk 
to the dealers. Ralph Hamlin, 
veteran Graham distributor, had 


| a seat of honor because he went 
back into the early days of the 


automobile industry and the later 


| days of the bicycle era with the 


editor, so the two of us held our 
audience “entranced” with stories 
of what we did in the way of lay- 
ing the corner stones for the mo- 
tor car business. And after we 
got through talking I left with 
the feeling that out this way they 
think a lot of Automotive Daily 
News. In a later column I am 
going to tell you something about 
what the daily papers are doing 
for the industry with their auto- 
mobile sections—net pages—which 
I hope will cause the advertising 
agencies back home take a differ- 
ent slant of the proposition. 
cd * * 

I GOT HERE in time to at- 
tend the meeting of the Chrys- 
ler dealers of Los Angeles county 
on Monday, attended by some 300 
retailers. It was a bit out of the 
ordinary for it marked the in- 
troduction to the dealers of 
Burch Green, who has taken ove: 
a newly-created job, that of di- 
rector of sales of the Chrysler 
division on the Pacific Coast, 
while G. V. Orr, who had been 
regional manager for Plymouth, 
De Soto and Chrysler, takes on the 
job of sales manager of Chrysler 
Motors of California, looking 
particularly after Plymouth. 
None other than Joseph _ E. 
Fields, president of the Chrysler 
Sales Corp., was present to see 


| the switch made. 


The new set-up followed the ap- 
pointment of C. L. Jacobson as 
Chrysler's assistant general sales 
manager. Following this, Green 
was made director of sales for 
E. B. Wilson 
was given from Salt Lake to 
Detroit, and S. W. Munroe takes 
over the territory east of De- 
troit. Joe Frazer, general sales 


| manager, is, of course, the high 


command. 
This meeting was one of about 


| 125 the Chrysler unit is holding 


from coast to coast at the pres- 


| ent time, an old Spanish custom, 
| as it were, because Joe Fields be- 


lieves in holding meetings of this 
year 


advancement. 
at- 
these meetings. Counting 
them and their salesmen, this 
means about 10,000 attendance at 
these gatherings. 


x * * 


IT WAS AT this meeting that 
I discovered what I believe is the 
only: Japanese dealership in the 
industry, and Chrysler has it. It 
is the Asahi Garage at 320 East 
Second street, Los Angeles, and 


is doing for its 


| the two partners, Fred M. Tada 


and K. N. Nanba, sat in at the 
doings. They have been in op- 
eration for three years and they 
sell Chryslers and Plymouths 








only to their fellow Japanese. 
Last year they sold 114 new cars 
and they expect to retail 200 this 
year. They employ five sales- 
men, all Japanese; 14 Japanese 
workmen in the shop, and have 
two Japanese girls working in 
the office. They figure they 
have something like 50,000 of 
their race who are prospects for 
Chryslers and Plymouths. This 
business came out of a repair 
shop formerly operated by Tada 
and Nanba. 
of * * 


CHEVROLET IS going strong 
in this neck of the woods- 
Southern California to you—and 
Norm Phelps, Bill Holler’s reg- 
ional manager, points with pride 
to the record made in 1935 by his 
140 dealers. The chart on Phelps’ 
office wall shows that last year 
sales totaled 25,419 in this ter- 
ritory, of which 15 per cent were 
trucks. This compares with 16,- 
969 in '34. It looks now as if 
Phelps and his dealers are like- 
ly this year to top the banner 
1929, when the all-time high of 
26,750 was set. Indicative of this 
is that November, December and 
January gave a count of 8,700, 
which exceeds the sales of the 
complete year of 1932, when 8,254 
were registered. With this fly- 
ing start it is calculated that '29 
should go by the boards. 


* » * 


WELL, DOC GILPIN and the 
Missis are bounding over the bil- 
lows headed for Honolulu. He has 
tickets that are good for a year, 
but it is likely the former sales 
manager of Pontiac will be so 
restless, being out of harness, 
that he is likely to come back at 
the end of May. 

I got here in time to help his 
old colleagues speed him on his 
way. Bud Berend, Pontiac adver- 
tising manager, timed his trip so 
as to be in on the doings and he 
paid the luncheon check for 
Clyde Riley, Pontiac zone man- 
ager in this section, and for three 
Chevrolet men who used to be 
with Gilpin, when the latter was a 
Chevrolet executive—F. Norman 
Phelps, zone manager in Los 
Angeles; Gerhardt Holm, western 
retail sales development manager, 
and Harry Mann, zone retail 
manager. Jack Hutchinson, head 
of the MacManus, John & Adams 
office here, also cashed in. 


And I found out that A. W. L. 
Gilpin is called Fred by his wife, 
so that at last I discover that 
Doc is not his first name. 


* * * 


THIS BEREND has been just 
behind me on this West Coast 
trip. Bud has been given the ad- 
ditional job of supervisor of the 
General Motors spring show cir- 
cuit out this way and on his trip 
he already had been to Spokane, 
Seattle, Portland, San Francisco 
and Oakland before he wound up 
here to say goodbye to Doc and 
then entrain for home that night. 
Reporting on the Seattle and 


(Continued on Page 23, Col. 1) 





LISTEN TO D. U. SMITH, 
PRESIDENT OF SMITH & 
SMITH, INC., STUDEBAKER 
DEALERS IN SAN FRANCISCO 
“This beautiful line of 
merchandise has increased 
our business for December, 
January and February 
105% over the year before 
...our February increase 
was 100% over February 
1935. Our owners tell us 
about their remarkable 
gasoline mileage—the 
safety and convenience of 
the Studebaker automatic 
hill holder—the excess 
power for San Francisco’s 
famous hills.”’ 


Nearly 700% increase in 
December, January and 
February over same period 
a year ago reports D. K. 
Kimball of Kimball Mo- 
tor Company, Huntington 
Park. 


“WE'VE SOLD MORE 
NEW CARS UP TO MARCH 
1, THIS YEAR, THAN 
WE DID IN THE WHOLE 
YEAR OF 1935. Is the 
new 1936 Studebaker ‘hot’ 
—we’ll testify it is!,” say 
Keller Bros. and Marcy 
in Pasadena 


WIN WITH 


LIKE A 10 YARD START INA 
100 YARD DASH SAYS E. P. 
MEAGHER OF MEAGHER-MOR- 
RIS CO., INC., BAKERSFIELD 
A 350% increase in De- 
cember—a 200% increase 
in January—a 450% in- 
crease in February that’s 
what the new 1936 Stude- 
bakers have already done 
for Mr. Meagher over 1935 
records. He says the new 
Studebakers are easily out- 
selling the car that finished 
fifth in National registra- 
tions last year 


J. A. Barrett gets 106% 
increase in 3 months in 
Long Beach. “I’ve more 
than doubled my Decem- 
ber, January and Febru- 
ary of a year ago because 
Studebaker value lets me 
offer more for the money 
than anybody else,”’ Mr. 
Barrett says. 


CALIFOR 


A PROVED WINNE 


x listing at $665 and a be 


ROSS LANSING ROLLS 
UP NEW RECORD IN 
WEALTHY SANTA BARBARA 


Santa Barbara is a city of 
millionaires and the Stude- 
baker dealer there is cer- 
tainly selling plenty of 
new cars! Ross Lansing, 
relatively new in the Stu- 
debaker picture, says: 
““My owners of 1936 Stude- 
bakers are the most satis- 
fied group I’ve known in 
my 8 years as an auto- 
mobile dealer.’’ 


Santa Ana may be small 
but J. E. Headley sold 
six 1936 Presidents there 
in one week in February! 
Mr. Headley says he has 
handled 8 makes in 18 
years and Studebaker 
gives him the least service 
trouble of any. 


autiful new 


SPEAKS 


eee is one of many states where Stude- 
baker is “going to town” sensationally this year. 


In the Golden State car sales are very high. For 
years Studebaker has been the leader in its price class. 
In 1936, the new Studebakers are already setting 
registration records that surpass even the brilliant 
records of former years. 


Studebaker dealers and distributors throughout 
California, and many other states, are hitting new 
highs —in sales and in profits — week after week. 


“Watch Studebaker” in your territory and in every 
territory this year. 


NO WONDER STUDEBAKER DEALERS 
ARE MAKING MONEY 


Look at these featuces 
yo OONLY AUTOMATIC HILL HOLDER 


This powerful sales clincher is offered only by Studebaker. Keeps car from rolling 
back when stopped on an upgrade. 


i RECORD BREAKING GASOLINE ECONOMY 


No theory about Studebaker’s “first-in-class’”’ victories in Gilmore-Yosemite-Econ- 
omy Run. Dictator Six averaged 24.27 miles per gallon—President Eight averaged 
20.34 miles per gallon. Both records authenticated by American Auto Association. 


* AUTOMATIC GAS-SAVING OVER-DRIVE 


Studebaker is one of the few cars that offers this advancement that everyone is de- 
manding. Available in Dictators as well as Presidents. Over-drive is a development 
of the modern type transmissions pioneered by Studebaker 


LARGEST ONE-PIECE STEEL TOP 


Extending from cowl clear back to trunk opening the Studebaker steel top is insep- 
arably welded to an all steel body that has more and stronger steel girder reinforce- 


chless new Dictator Si 


$965 
deal contract fro 


c franchise. Ifyou wantt® [ag INCOMPARABLE ROOMINESS 


Dictators as well as Presidents excel the field in rear seat elbow room—5854 inches 
of it. Luggage space in Coupes and Sedans is greater than in any other car. 


ich 
Stu debaker opens up a really ric ments than you’ll find in any other car. 


With a mat fae 
mn “America’s Friena- 


President Eight listing at 
uare 
ft market. You get a $4 
ae Factory” when you get the Studebake 
ie 


know why you cao do better 
wag Vi : fe) TET VV Sis tae se ae ic 
P 


Helen Dryden, internationally famed authority, has given the new Studebaker line 
a beauty no other cars can touch. 


for yourself with Studebaker, 
RESIDENT 


just write OF wire mein 
dence—today. 
= H BEND, INDIANA 


RPORATION, SOUT 


ates 


THE STUDEBAKER CO 


VISIT THE SAN DIEGO EXPOSITION 
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is made that the Hudson-Terra- 
. e plane dealers “challenge you to 
th Dimen ~~ FER ER go anywhere else and find equal 
value, with equal dependability 
at equal price.” 
The News of Automotive Advertising 
By GERRY SCHURMAN GM Goes to College 


General Motors has gone to 
college in a new campaign de- 
Concentrated Challenge signed to appeal to students. 


: ‘ ‘ es Breezy copy is scheduled for 400 
Involving the greatest use of classified advertising space} cojjege and prep school news- 


ever ae hg soe one ie or run, a i aaa 9 papers and will point out Gen- 
algn nas en iaunc son- rr . é S fe 2s such as - One low ; _ . s 
—P C iC Seunie (enna Sig snecge ra wy stocks of | draft ventilation nwo ncticn aug] ,. CONSTRUCTION HAS STARTED on the new engineering build- 
ers 1n COO ounty (Chicago) to clean ou eir SLOCKS O rart ventilation, knee action anc | ing to be erected by Oldsmobile. The new plant which will house the 
used cars. a tops. ae a — tee engineering and service departments, will have 153,000 square feet of 
: sertions are schedule or (the! floor space. Engineering facilities will be increased 6 or ce 

aan a a fate rhage! 29 ey ihe dates: current year and the series will building will ey ready Se ‘abana cate te tee, on 

within ays in e icago Tribune; e dates: | be resumed in the fall. Arthur , . y- 


Mar. 14, 18, 22 and 28. Featured in the copy are: : the de- | Kudner is the agency. ' " ; 
structive and educational infor- ° 
mand for the new Hudson and® a . bh ; Appointment 
Terrap] del ki - sai Absent: Sensationalism mation was featured. . 
plane models making pos-| and the general claim for all 7” Almost without exception the Silver Dome Trailer Co., De- 
sible a wide choice of used cars| cars advertised is that they have Early this month Philadelphia's | jong list of automobile adv ertisers | troit, has appointed Holden, Gra- 
at attractive prices and a “six-| been “renewed and conditioned in| Evening Public Ledger sponsored | featured special safety copy. Cars| ham & Clark, Inc., Detroit, as its 
point written guarantee that| the modern, well-equipped and|a “Philadelphia Safety Week,”| advertised included Packard, | @dvertising agency. 
takes the hazard out of used car} skillfully manned shops” of the| and marked the occasion with a| Chevrolet, Ford, Hudson and | 
buying.” Hudson-Terraplane dealers. special 14-page safety section. | Terraplane, Graham, Buick, Nash | Per rsonals 
The drive is called a “Challenge Low cost financing is also Notably absent were all the | and LaFayette, Studebaker, De} J, H. Nornell, formerly with 
Sale.” Each dealer in the county| stressed. In line with the “Chal-| gruesome, gory details of auto-| Soto, Oldsmobile, Pontiac, Reo} the Campbell-Ewald and more 
lists offerings under his name,| lenge Sale” title, the statement mobile fatalities. Instead, con- | and Dodge. | recently in his own advertising 
business, has joined the publicity 
| staff of Arthur Kudner to act as 
| coast representative at San Fran- 
cisco....Charles L. Conley, for 
| the past five years a member of 
the advertising and sales promo- 
| tion department of Collins & Aik- 
| man Corp. in U. S. and Canada, 
has recently been assigned to the 
European territory with head- 
quarters in Paris. ... B. C. 
| Anderson-Smith will soon open 
the John Budd Co.’s_ Chicago 
office. He was formerly automo- 
| bile editor of the New Orleans 
| Item and for several years later 
| the automotive advertising man- 
ager of the Cleveland News. For 
two years he was with the Beck- 
with Agency and spent a couple 
of years with Media Records. 
; . Waldo E. Fellows, 710 
Stephenson Bldg., Detroit, will 


There are many substantial reasons a é i Tan £ Ses Sere eS See 
J 3 : f Michigan, Ohio and _ western 








why Cadillac and its companion 3 ~— J Pennsylvania. 
; S - : ° , co , ' = a / . ‘ . . 
La Salle enjoy a reputation second 2 YY ; Big 2 to Exhibit 


to none in all motordom. Cadillac’s . 
At Texas Fair 
integrity of craftsmanship. . . its 


long record of pioneering every 4 DETROIT.—Chrysler, Ford and 
- : S General Motors will be the chief 
phase of progress...its uncom- f automotive exhibitors at the 
i og a wo forthcoming Texas Centennial 
promising insistence on supreme a a Exposition which opens in Dal- 
quality . . . its luxurious treatment » vy ' al — 5 and will run ustl 
f OC ‘ ‘ ‘ Studebaker is still undecided 
whether or not it will be repre- 
sented at the centennial and Nash 
at this time does not plan to ex- 
i . z F me 9 , pe 4 hibit, it was learned. Both firms 
Add to Cadillac’s mechanical — y ‘i were among the motor car mak- 
i : 3 ers participating in “A Centur 
perfection the matchless beauty, {i == 3g of Progress” in 1983 and 1984. 7 
r ae : The centennial will be the 
Southwest’s first world’s fair and 
niece ; eer > is being staged at a cost of more 
one pecce, solid steel Turret i than $25,000,000. It commemo- 
Top” Body by Fisher and it is rates the 100th anniversary of 
: Texas’ independence as a repub- 

easy to understand why this world- if lic and a state. 
: " t- 1 Other automotive exhibitors 
famed car is the ultimate ambition of are: Champion Spark Plug Co., 
s Firestone Tire and Rubber Co., 
every motorist. Owens-Illinois Glass Co., Gulf 
By right of sovereign quality the regal Cadillac and its style-mate LaSalle Refining Co. and Harley-Davidson 


To the safety of Cadillac chassis-engineer- are called “ The Royal Family of Motordom” — and as this picture shows, the | Motor Co. 
solid steel “Turret Top” Body by Fisher gives them a most distinguished mien. 


of every detail — all these are 
well known. 


iS | 


safety and sturdy silence of its 
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‘ 


HH 


ing the “Turret Top” yokes the armoring 
safety of one solid piece of steel 
arching overhead from cowl to rear end without outward style, the heat-, cold- and sound-insulated 
welded or rubber joint or “soft spot” of fabric. “Turret Top” Body by Fisher is a fitting crown 
It brings the priceless all-weather comfort of for the King of Cars — an extra-value feature 
Fisher No Draft Ventilation that draws out smoke obtainable only on Cadillac, La Salle and other 
and stuffy air, and draws in fresh air without General Motors cars. 


chilling, unhealthful drafts. 


As tastefully modern in inward finish as it is in YAR oe 


GENERAL | 
MOTORS | 


THE MARK OF THE MODERN CAR 


ONE-PIECE SOLID STEEL TURRET Tlor. BODY BY 


* Registered | 
on GENERAL MOTORS CARS ONLY: CHEVROLET - PONTIAC + OLDSMOBILE - BUICK J LASALLE - CADILLAC | eee 


| “Have you got time to wash me?” 
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THE MACEADDEN MARKET | 


Composed of the Largest Voluntary” 
Magazine Circulation | in the World 


Consciously Developed Toward Conventional 
Buying Habits, and Practically Exclusive 
To Macfadden Publications Alone 


The production schedules of America’s great in- 
stitutions are so enormous that only the great manu- 
facturing interests are able to handle the figures. 
Such figures are simply beyond the concept of the 


consumer at the other end who goes out to buy one 


automobile or half a dozen light bulbs or a candy bar — 


—Ofr a magazine. 


The quantity of sugar, for example, that a popu- 
lar candy bar will require is so staggering that one 
would almost think that the world was consuming 
nothing but candy bars. 


And what is true of the production figures of 
candy bars is equally true of those of automobiles, 
of telephones, of refrigerators, of light and power; 
in fact, of the entire gamut of mass production. 


x kek k * 


So it should not be particularly strange to hear 
that another mass product giant has arisen, deal- 
ing in figures quite as startling as your own. 


The paper orders for Macfadden publications 
in their staggering quantity are well in line with 
the sugar orders or the steel orders or the bulb 
orders of your own groups. To say nothing of 
the food orders which have now climbed to quan- 
tity production demand. 


It requires three trainloads of paper every month 
to supply the print orders of Macfadden publica- 
tions. And paper, as you know, is about the most 
compact of materials. And it requires in excess of 
three trainloads more to carry the finished products 
to their distribution points. 

As this is being written’ pretty close to three million copies 
of Liberty Magazine, for example, just one Macfadden publi- 


cation, must be created from the very beginning, put into type, 
printed, and distributed almost entirely in single-copy sales. 


Macfadden’s True Story Magazine must account for another 
two million five hundred thousand each month. And the 


*Voluntary circulation is the number of copies of a magazine that people 
will buy, issue by issue, if left to their own devices. 


tMacfadden voluntary circulations have been increasing so rapidly that 
their figures must be changed almost from issue to issue. 
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Macfadden Women’s Group for more than another two million 
seven hundred thousand. And the rest of the Macfadden 
publications for well in excess of another million more. 


x kk 


And, even more stringently watched and guarded than the 
output of other wares, these Macfadden publication schedules 
must not miss by a single hour, to say nothing of a single day. 
Each one of these upwards of nine million units must be on its 
train and away to its destination without fail. Upwards of onc 
hundred seventy-five thousand different people must “handle” 
each issue of Macfadden magazines before the consumer can 
come along and pick one up. 


Just to do this one thing alone, just to get these magazines 
into the hands of the consumers, would seem to be job enough 
for any man or any institution of men. But this was by far 
the least of the jobs that had been done. 


x «ke k * 


The next job was to supply the reading needs that this 
enormous mass of circulation wanted and would look for week 
by week or month by month. For Macfadden circulation was 
no subscription circulation that could be sold by the year and 
forgotten for the year. Nearly ninety per cent of the total 
Macfadden circulation — well in excess of eight million copies 
— are bought each week or each month and have to be asked 
for each time they are bought. So that the reading need of 
these millions of issue-by-issue purchasers must far exceed any 
other consideration. 


To do this Macfadden editors had to supply such a reading 
need as could not be or was not being supplied by anyone else. 
And that is how Macfadden publications found themselves able 
to lay claim to an almost exclusive circulation. 


Finally, the next job, and almost the paramount job from 
the first, was to take these readers of Macfadden publications 
and weld them into a cohesive, coherent, articulate buying 
market. To create in them, through their reading habit, new 
wants and desires such as could be fulfilled by them; to inspire 
in these readers the American ideal so that their minds would 
be conditioned, not only to the desires themselves but to the 
desire to fulfill these desires. 


x kk * 


Every step of this composite effort was necessary (and none 
of it could have been left out) in order that Macfadden 
publications might find a cooperative alliance with the other 
great institutions of America, and might become one of the 
most enormous factors that has ever been known for the 
consumption of the wares of America’s vast mass-producing 
system. All of this, with none of it left out, has been necessary 
to justify the headlines of this page. 
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Eastern Auto Firms 


AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 21, 1936 


Assembly, Parts Plants 
React to Brisk Buying 


BUFFALO. After coasting 


through winter months at a fairly | 
rapid clip, the automobile indus- | 


try here has caught a whiff of 
spring and plant managers last 
week stepped up production con- 
siderably. 


Assembly plants, automobile ac- | 


cessory firms—all immediately re- 
acted to an upsurge in retail 
automobile buying that set in 
with the end of cold weather late 
in February. 


9,000 Men at Work 
As a result, last week more than 


9,000 men were at work in seven | 


of Buffalo’s largest plants turn- 
ing out automotive products for 
the spring selling rush. The pay- 


rolls are estimated to be the high- 
est since 1929. 


The Chevrolet assembly plant, 
operated on a four-day week 
| through February, has stepped up 
|to five days a week with 890 
| men employed. The plant is turn- 

ing out 400 cars a day with a to- 
tal output of 8,700 units scheduled 
| for this month. 

The Fisher Body Corp. plant 
'has been running in high gear 
at capacity since October with 900 
' men on the payroll, according to 
| Carl Hoehn, plant manager. 

The Ford assembly plant has 
| operated right through the winter 
| without reducing output for the 
| first time since it was established 
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here in 1931, according to William 
L. Yule, manager. Cars are mov- 
ing off the assembly line at a 
rate of 230 cars a day with be- 
tween 1,200 and 1,300 men at 
work. Yule expects production 


| to speed up next month. 


Pierce Sees Increase 

Pierce-Arrow Motor Corp. also 
expects to increase operations in 
April, Work will get underway 
immediately on an order for 14 
de luxe passenger coaches 
ordered last week for use in west- 
ern national parks. The value of 
the order was estimated privately 
at between $80,000 and $85,000. 
Pierce-Arrow now has about 800 
to 1,000 workers, according to 
Arthur J. Chanter, president. 

Parts and equipment firms also 
report advancing operations. 

The Houde Engineer Corp., sub- 


sidiary of Houdaille- Hershey 


Where 


the automobile business also 





Hum as Output Steps Up 


Corp., is employing nearly 2,000 
men in the production of shock 
absorbers and other accessories. 
Operating schedules have been 
advanced since Mar. 1, plant of- 
ficials declared. 

Fedders Mfg. Co. has about 800 
men at work on automobile radi- 
ators with further increases in 
employment and production in 
sight, according to Louis F. Fed- 
ders, president. 

Trico Products Corp., is ex- 
panding production on the heels 
of reporting its best profit in his- 
tory during 1935. About 2,000 men 
are employed. 


Harrison Busy 
In the near-by city of Lockport, 
is 
humming with about 1,750 people 
turning out radiators at the Har- 
rison Radiator Co. 


3,000,000 


Visitors Meet this Year! 


National advertisers have their eye on Cleve- 
land. For that's the city with the big “plus” out- 
door circulation this year. From May to November, 
Cleveland will be the convention mecca of America. 
The Republican National Convention, the American 
Legion Convention, the Great Lakes Exposition, the 
National Air Races and more than 100 other national 
meetings come to Cleveland in 1936. Here is a great 
national concentration, a tremendous extra circula- 
tion, that makes Cleveland Outdoor Advertising 
“the buy of the year”’—in a city where the cost of 
poster advertising, at all times, is guaranteed not 
to exceed 7c per thousand N. A.C. And the 
advertisers know it—for only a few more 
space reservations can now be accepted. 


A Packer Operation 


CENTRAL OUTDOOR 
ADVERTISING CO. Inc. 


Nevada Leads Nation 


In Car Ownership 


RENO, Nev. Nevada 
leads the nation in per 
capita ownership of auto- 
mobiles. There is one car 
to every 2.92 persons in the 
state. California, with a 
total registration of 2,280,- 
485 cars, is second in per 
capita car ownership with 
one car to every 3.02 per- 
sons, Oalifornia is also 
second in the total number 
of cars registered. New 
York, the only state with a 
greater motor vehicle reg- 
istration that California is 
far down the list in per 
capita ownership, however, 
with 5.71 persons to every 
car. 





See Industry 
Stimulated By 
Foreign Trade 


NEW YORK.—The dependence 
of domestic prosperity upon the 
|continuing expansion of world 
| trade was the thesis developed by 
| two spokesmen of the automobile 
| industry at sessions in connection 
with the annual meeting of the 
| Export Managers Club in the 
| Hotel Pennsylvania, Tuesday. 
| Robert C. Graham, chairman of 
| the export committee of the Au- 
| tomobile Manufacturers Assn. and 
| vice-president of Graham - Paige, 
and Edgar W. Smith, vice-presi- 
dent of General Motors Export 
Co., were the speakers. 

Comparing farm conditions in 
1932 with those existing today, 
Graham said that “the American 
farmer wasn’t exporting corn in 
that year; he was giving it away” 
adding that today the farmer is 
receiving a reasonable return for 
his products and is purchasing 
new equipment, radios, furniture, 
automobiles and other manufac- 
tured goods. 

Graham disclosed that the au- 
tomobile industry has benefitted 
from a revival in foreign sales 
which “from a low of 180.000 units 
in 1932 rebounded to 565,000 last 
year, with excellent prospects for 
| 625,000 units for the present year.” 

At a luncheon session of the 
club, Edgar W. Smith spoke on 
the relation of foreign trade to 
| the domestic welfare, pointing out 
the widespread advantages that 
would be obtained through in- 
creased foreign trade. In con- 
| trasting the advantages of a more 
| liberal foreign trade with the dis- 
advantages of economic nation- 
| aliom, he indicated that both 
agriculture and industry would 
benefit by an expansion in foreign 
| trade. 


‘Carmichael Describes 
| Canadian Motor Industry 


MONTREAL. — Adequate pro- 
tection for the Canadian motor 
car industry will bring about a 
higher Canadian content, more 
Canadian material and more work 
and better wages for Canadian 
workmen, Harry J. Carmichael, 
vice-president of the General 
Motors Co. of Canada, Ltd., de- 
clared in an address at Ottawa. 

Carmichael said the Canadian 
industry, unfortunately, had been 
compared to the American auto- 
mobile industry in the tariff board 
investigations. English motor cars 
sold at prices 50 and 60 per cent 
higher than Canadian cars be- 
| cause the people and the govern- 
ment realized it was better to 
have an industry paying good 
wages and dividends than to sell 
cars at half price, he declared. 

“We could sell cheaper cars by 
reducing wages,” Carmichael said, 
“put I and the workmen will 
oppose that.” 
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Truck Operators Still Subject to State Laws 


Florida Supreme Court 
Defines Carrier Act Limits 


JACKSONVILLE, Fla.—Motor 
vehicle operators in Florida are 
subjec¢ to the state law whether 
operating under the federal mo- 
tor carrier act in interstate com- 
merce or not, the state supreme 
court held in the case of Lowe 
vs. Stoutamire. 

The court said the federal act, 
passed by Congress in 1935, did 
not remove “the state’s police 
authority to reasonably conserve 
its proprietary rights in its roads 
as an incident to its right of 
ownership thereof by imposing 
non-discriminatory regulations as 
to use applicable to all traffic 
generally, whether interstate or 
intrastate.” The opinion was 
written by Justice Fred H. 
Davis. 

The opinion said the federal 
act did not supersede the state 
statute insofar as it required in- 
terstate motor carriers to obtain 
from the state raiload commis- 
sion a certificate of registration 
showing the nature of the inter- 
state operation privilege being 
exercised by the operator. 

Instead of suspending the 
Florida laws, said Justice Davis, 
the federal act “left those laws 
to be co-operatively applied in- 
sofar as they can be so applied 
without overriding, hindering, 
burdening or embarrassing the 
regulations of Congress appli- 
cable to the identical subject 
matter.” 


Va. Is Studying 
Plan to Collect 
Trucking Taxes 


RICHMOND, Va. (UTPS).—A 
study of duplicates of reports 
filed with the Interstate Com- 
merce Commission under the new 
Federal motor 
revealed that 1,300 or 1,400 com- 


mon carriers doing business in 


Virginia have not paid the State | 


gross receipts tax to which they 
are subject, R. E Steele, in 
charge, of the taxation depart- 
ment of the Virginia State cor- 
poration commission, said. 

There is no way to estimate at 
present how much the additional 
taxes will amount to when paid, 
Steele said. The companies, no 
matter where their home offices 
are located, are subject to a tax 
of 2 per cent on the gross busi- 
ness done in Virginia. 

One company doing a $70,000 





Measure May Control 


Private Commercial Car 


MONTREAL.—Higttways Minis- 
ter Hon. T. B. McQueston has 
introduced a bill in the Ontario 
legislature requiring all private 
commercial vehicles to be special- 
ly licensed by the highways de- 
partment. 

Previously only public commer- 
cial vehicles operating as com- 
mon carriers have required a 
departmental permit. The new 
provisions give the department 
control of private commercial ve- 
hicles used by a man to deliver 
his own goods. 


The measure further provides 
that the government may make 
regulations fixing the amount and 
nature of insurance which must 
be carried by the owners of pri- 
vate commercial vehicles, as well 
as prescribing and regulating and 
limiting the hours of labor for 
drivers, the minimum of wage of 
drivers, and the minimum rates 
of pay and wages for drivers, 


oo 


| those found 


carrier act has} 





gross business, 25 or 30 per cent 
of which is in Virginia, is among 
to be owing this 
tax, Steele 
pany has expressed a willingness 
to comply with the law, as have a 
number of others. 

Letters informing’ the 
panies of the provisions of the 
Virginia tax code applying to 
them were mailed all the con- 
cerns, and Steele is now receiving 
an average of 50 letters a day 
in reply, requesting information 
on the Virginia law. The con- 
cerns are located in practically 
every state in the Union. 


Some of them send their trucks 


| into Virginia only once or twice 


said, but this com-| 


com- | 
| of 





a year. 


Common carriers doing inter- 
state business were required to 
file reports with the ICC by| 
Feb. 12, and send duplicates to} 
each 


State in which they operated. | 


Fine Va. Truckers 


RICHMOND, Va. (UTPS).—Some | 
of the truck owners who operate | 
their vehicles on Maryland highways | 
are learning that the motor laws | 
that state really have teeth in| 
them and are paying for their ex- | 
perience. 

police who patrol | 
section of Northern 
numbers of Vir- 


Virginia state 
the Winchester 
Virginia said that 
ginia truckmen have been fined | 
heavily for failing to have cards| 
with them showing that insurance | 
is carried for liablity, as required 
by the Maryland law. | 


| various kinds 


| Sissippi 
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Charge $2,000,000 


Gas Tax Evasion 


JACKSON, Miss. (UTPS). 


Charges that Mississippi is los-| 


ing annually approximately $2,- 


| 000,000 through gas tax evasions | 


were made last week as a sen- 
ate investigating committee 
started functioning. The charge 
came after similar reports had 
emanated from Tennessee _in- 
volving that state in evasions of 
in gasoline taxes. 

Federal men are also reported 
to be investigating the Mis- 
reports with interstate 
traffic in gasoline for the pur- 
pose of avoiding payment said 
to be prevalent. 

The senate’s investigating com- 
mittee has revealed details of 





some of its investigations which 
may be continued for six months 
or more, even though the leg- 
islature is expected to adjourn 
during the latter part of March. 
Charges of mis-billing, adultera- 
tion, blending, illegal tax re- 
funds and forgeries have been 
revealed by Senator Stewart 
Watson, chairman of the com- 
mittee. 


Plan Bus Purchases 


DENVER.—Three large bus com- 
panies operating out of Denver an- 
nounce plans that will necessitate 
purchase of new equipment in the 
spring, as well as repainting and 
remodeling of present equipment. 
This is the result of the directors 
of those companies voting to join 
the National Trailways System, 
which will cover the country with 
co-ordinated bus service. 


U.S. Air ciheoteoiaill 
... Standard of the World 


THE UNITED STATES AIR COMPRESSOR CO. | Sorters 


North, South, East and West, thruout the 
entire world U.S. air compressors are on 
the job, day in and day oul, in all kinds 
of climate and under every conceivable 
condition. There's a wide range of sizes and 
models, from the small, ragged % H. P. unit 
to the powerful 7% H. P. model for super 
service siation operation. Regardless of size, 


+e) 
oe 


CLEVELAND, OHnI0, U.S. A. 


AIR COMPRESSORS 
AIR STANDS 


GREASING 
EQUIPMENT 


CAR WASHING SYSTEMS 
HYDRAULIC LIFTS 


on .. 


all U. §. air compressors are built of the 
finest materials obtainable and designed 
by a group of U. §. air compressor engi- 
neers who have specialized in this field for a 
quarter of a century. It's the air compressor 
you can absolutely depend upon to render 
a good many years of trouble-free operation 
at an exceptionally low operating expense. 


THE UNITED STATES AIR COMPRESSOR CO. 


U.S. A. 


Kindly send me illustrated booklet on United Seales 


Air Compressors. 
Name 


Address 
City 2. 





to the past. 
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Rew York Showrooms Crowded as Robins Chirp 


Spring Sales Get Under Way 
As Sun Shines on Manhattan 


By BOB MOUNTSIER 
NEW YORK.—The fact that there are only 196 selling 
days between today and the opening of the New York 
Automobile Show on Nov. 11 is being emphasized in this 
section of the world. That figure means that 118 days, 
or more than one-third of the current model year, belong 


And attention is also called to the fact that 


various manufacturers are going to jump the gun by 


bringing out new models before@— 


the big showing of 1937 cars in 
our town. 

The first fine week-end that the 
New York metropolitan area has 
had this year not only put a lot 
of cars on to the road last Satur- 
day and Sunday, but it suddenly 
jumped the number of prospects 
and buyers in salesrooms here 


rc 





and hereabouts after the major- 
ity of dealers had experienced 
sales figures which were less than 
those of January, February and 
early March a year ago—thanks 
to weather conditions and 
changed show dates. 

Hearing rumors of the immi- 





nence of proposals in Washington 
to add either a half cent or a full 
cent to the present 1 cent Federal 
gasoline excise tax, the Automo- 
bile Merchants Assn. of New 
York announces that it stands 
ready to campaign actively 
against any such increase in tax- 
ation. The association is one of 
the leaders in the fight for a de- 
crease in New York State’s 4-cent 
rate, which the state assembly 
has voted down to 3 cents. 


The local auto merchants’ or- 
ganization figures that, with 
about 15 per cent of the entire 
veterans’ bonus distribution com- 
ing to New York State, approxi- 
mately 6,250 cars worth around 
$4,000,000 will be sold to veterans 
or their families in New York, 
Bronx, Richmond, Rockland and 
Westchester counties. 


“However,” the association ad- 
vises its members, “from the deal- 


ers’ standpoint instalment sales 





to veterans should be made on 
their financial responsibility and 
without consideration of the 
bonus bond as security. The bonus 
bonds have no legal status as 
collateral. We do not desire to 
discourage promotional activity 
along these lines, for there is a 
large amount of business to be 
obtained, but we do believe that 
the credit risk of the veteran 
should be investigated in the cus- 
tomary manner.” 


“Ladies Week” Successful 

Lee J. Eastman, president of 
the Packard Motor Car Co. of 
New York, reports that “Ladies’ 
Week at Packard” in Packard 
showrooms in this eastern area 
has proved to be a great success, 
notably in Brooklyn and Hartford 
and on New York’s Auto Row. 


The Broadway headquarters at 
61st St. tied its special showing 
up with the current flower show 





Miles per Gallon, 


@) E of you automobile men once said that 


vertising is the gasoline of sales.” 


*‘ad- 


He might 


have added that the more you put behind your cars 


the farther they go on the road to market. 


The industry certainly practices this preaching: 


no other has a better understanding of the value of 


advertising. What we want to bring up, in a nice 


way, is the cost of this sales fuel. 


We gather that you people are quite interested 


in costs. 


It is rumored that you buy even lock 


washers to the fourth decimal place. And you build 


even your most luxurious chariots with an eye to 


efficiency and miles per gallon. 


We publish our magazine with an eye to sales 


per dollar: Liberty offers the largest voluntary 


JUitlberty 


SAN FRANCISCO - TORONTO - MONTREAL 


NEW YORK - CHICAGO - DETROIT 


BOSTON 


+ 


ales per Dollar 


readership at the lowest rate-per-page-per-thou- 


sand. The reason is simple, a matter of publishing 


eficiency—our editorial approach attracts people 


who are predisposed to buy; they buy Liberty 


voluntarily; and thus our costs are low. 


Why do they 


buy Liberty? Because they like it. 


Why do they like it? Because it’s their idea of a 


magazine— 


warm, sound, closer to life as they live 


it. By their very purchase of this magazine, these 


otherwise varied millions reveal the responsiveness 


which makes them premium prospects for the 


good things of life... 


including automobiles. 


Every week a couple of million of these people 


meet in our magazine. Are you telling them about 


your cars? And how’s your advertising mileage? 








in Grand Central Palace. The 
balcony and main floor are decor- 
ated with a formal garden and 
fine displays of flowers, not to 
forget a number of Packards, in- 
cluding one of the new 120 con- 
vertible sedans in chrome yellow. 
Other features were an exhibition 
of paintings and sculptures by 
women, arranged by the National 
Assn. of Women Painters and 
Sculptures, an exhibit of products 
made by the blind, under the 
auspices of the New York Assn. 
for the Blind, and the daily serv- 
ing of tea, with other refresh- 
ments, by Sherry’s. 


The Brooklyn branch played up 
a fashion show staged by Rus- 
sek’s each evening between 8 and 
10:30, and what with a dozen 
models displaying dozens of cos- 
tumes on a specially built stage 
in the showroom against a Pack- 
ard background Packard’s ladies’ 
week in Brooklyn has been a 
very large six days. 


Use Flower Shows 


The Packard branches in Hart- 
ford, Conn., and Newark, N. J., 
also went in for the flower show 
idea. Hartford crowded its ex- 
tensive Packard show rooms all 
week with a big flower show and 
a lot of fair ladies and a fair 
number of men. The many ex- 
hibits were sponsored by local 
garden clubs and business houses. 
In Flushing the Queen’s County 
Motor Car Co. assigned its Pack- 
ard showrooms each day of the 
week to a different women’s club 
and gave door prizes. All fem- 
inine visitors at the various spe- 
cial showings received as souve- 
nirs of the occasion the Packard 
booklet, “To the Ladies,” and 
leather bound notebooks bearing 
the Packard crest. 


The Packard Motors Export 
Corp., which is Packard’s subsidi- 
ary here in New York for han- 
dling all export business, has 
found it necessary, in view of in- 
creasing foreign business, to re- 
arrange its offices at 1861 Broad- 
way. The staff has been increased, 
and more office space has been 
acquired. 


Take New Offices 


Edward F. Korbel and Worth 
Colwell, who have handled for 
many years publicity for the New 
York Automobile Show, have 
taken larger quarters in the Crys- 
tal Bldg., at 250 E. 43rd St. What 
with publicizing the recent highly 
successful Sportsmen’s show and 
this week’s popular Flower Show, 
plus other business, Eddie and 
Worth and Miladies Forbish and 
McHugh think that the depression 
is about around the corner. 


Al Reeves jr., is following in 
the footsteps of his father, A. 
Pierrepont Reeves sr., vice-presi- 
dent and general manager of the 
Automobile Manufacturers Assn. 
The younger Alfred is going to 
be married too. His engagement 
to Miss Marjorie Barbour of 
Greenwich, Conn., has just been 
announced in the society columns 
of the New York papers, the 
wedding to take place in June. 


Alfred jr., now with the Johns- 
Manville Corp., is a graduate of 
the University of Pennsylvania, 
where he was a Delta U and a 
member of the Mask and Wig 
Club. The June bride to be is 
attending the Finch School in 
New York City. 


Ky. Act Illegal 


FRANKFORT, Ky.— Expressing 
the opinion the so-called “fair 
trade” act passed by the regular 
1936 General Assembly is unconsti- 
tutional, Attorney General B. M. 
Vincent said today he has advised 
Kentucky merchants to ignore the 
law’s provisions. 


The attorney general, in an oral 
opinion, said he was convinced, 
after a study of the bill by his de- 
partment, that the act “will not 
stand up” in the courts and was 
“unfair and in restraint of trade.” 
He expressed the opinion the act 
was “full of illegal provisions.” 





Education in Safety 
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AMA Guides 48 States. in Safety Programs 


Rules 


Sought tor Young and Old 


DETROIT.—Intensive highway 
safety efforts are under way in 
each of the 48 states under the 
guidance of nine national safety 
bodies, whose programs have been 
underwritten by the automotive 
industry, it was reported to the 
directors of the Automobile Man- 
ufacturers Assn., who met in De- 
troit Wednesday. Active co-op- 
eration of national, state and lo- 
cal organizations of public offi- 
cials was likewise reported to the 
motor executives. 


“Enforcement of motor vehicle 
laws and education of adults and 
children alike in highway safety 
are the two most effective wea- 
pons at our command,” declared 
Paul G. Hoffman, president of the 
Studebaker Corp. and chairman 
of the AMA safety traffic com- 
mittee. “Through the efforts of 
the National Congress of Parents 
and Teachers, the General Fed- 
eration of Women’s Clubs, the 
Highway Education Board’s essay 
and lesson contests, backed up by 
the National Safety Council and 
the American Automobile Assn., 
a vast amount of educational work 
is being done in the _ schools 
and among adult drivers. 


Reduce Fixing 

“It is interesting to note that 
in each of the cities winning prizes 
in the National Safety Council’s 
inter-city safety contest, rigid en- 
forcement and vigorous policies 
against ticket-fixing were major 
factors in reducing the accident 
toll. 
portant as educational efforts and 
the acquisition of physical facili- 
ties, such as better street lighting 
wider and safer streets, etc. 


“In accomplishing the industry's 


objective of greater highway | 


safety, our experience in bringing 
industrial plant safety to _ its 
present high place is being brought 
to bear. 
been accomplished by frightening 
people or by scolding them pub- 
licly. It was by educating our 
workmen in how to be safe and 
then enforcing reasonable and ef- 
fective safety rules, that motor 
car plants are today among the 
safest industrial institutions in 
the world. 


Apply Same Method 

“The same psychology is being 
applied to drivers on the high- 
way and for that reason there is 
a minimum of harangue and 
argument directed at motorists. 
We are producing automobiles as 
inherently safe as we know how 


Traffic Deaths 
Run Well Below 
Those Last Year 


WASHINGTON.—U. S. traffic 
fatalities are well below last 
year’s figures. Census reports 
from 86 principal cities for last 
week showed 138 deaths, bring- 
ing the total for 1936 to 1,349, 
compared with 1,653 in the same | 
period last year. 


The toll last week was 23 more | 


They were equally as im- | 


We know that little has | 








than in the previous week, but | 
below the total of 184 in the cor-| 
responding week last year. In 48 
of the reporting cities there were 
no fatalities last week. 


Reports from the larger cities | 
showed the following deaths: 
New York, 15, against 5 the prev- | 
ious week; Chicago, nine, against | 
11; Cleveland, eight, against) 
two; Newark, two, against four; | 
Philadelphia, four, against three; 
Los Angeles, 11, against five. 


| | 
Will Spend $100,000 | 


MONTREAL.—B. C. Power Corp 


has announced its intention of 
spending $100,000 on construction | 
of seven new buses. | 


to make them. While it is true 
that we cannot build the same de- 
gree of safety into those who 
drive them, we are conscious of 
the fact that strict law enforce- 
ment will eliminate from the 
highways that exceedingly small 
percentage of drivers who are 
‘accident’ prone’ and hence pro- 
vide the degree of safety to which 
the vast majority of careful mo- 
torists is entitled. 


“The motor industry is there- 
fore watching with a great degree 
of interest the work of the par- 
ticipating associations and is im- 
pressed with the wholehearted 
public acceptance of this nation- 
wide effort.” 





ORDERS FOR TWO FLEETS of these De Luxe Pierce-Arrow passenger coaches were placed last 


week for use in Yosemite Park and Grand Canyon National Park, 
The Yosemite coaches will have a roll-back top 


own entrance to the coach and there are no aisles. 
and especially high windows. 


Every two passengers have their 





NRE) oie 
ACHIEVEMENT IN 
AE CM tht 


UPLATE Safety Glass represents one of the 

greatest achievements of a glass manufacturer 
who has been a leader in the field for fifty-three 
years. The Pittsburgh Plate Glass Company, pio- 
neer in glass development and research, 
famous throughout the world as a maker of 


a 


quality glass products, stands four square 


behind every light of Duplate produced. 
That is why you may buy Duplate with con- 
fidence. That is why Duplate assures you of 
thoroughly satisfactory safety glass service. 

If the cars you handle are equipped with 
Duplate, it will pay you to draw the atten- 
tion of prospective buyers to that fact. And 
when it comes to glass replacement custo- 
mers, it’s a fine policy to supply them with 


Duplate. 


When you do, they carry away 


with them a definite conviction that you are 


the man to patronize, not only for quality 
work but for quality products. 


Fair 


A PRODUCT OF 


PITTSBURGH 
PLATE GLASS COMPANY \Glass 


Listen to the Music You Love, superbly rendered by the Pittsburgh Symphony Orchestra and distinguished guest artists every Thursday at 8.00 P.M., E.S.T., over NBC Blue Network and associated stations. 
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Buffalo Dealers Happy 


As Business is Booming 


BUFFALO.—A rosy ray of sun- 
shine is beating down on the 
eastern shores of Lake Erie as 
Buffalo dealers count up the 
sales of new and used cars for 
the first two months of this year. 
General business is on the up- 
grade, earnings of workers are 
considerably ahead of last year 
and automobile dealers are show- 
ing the results on their order 
pads. 

Used car sales provide some 
problem, but dealers claim this 


if this situation will hold when 
the spring season for new car 
sales gets under way. But right 
now they are cheerful. 

Even record-breaking cold 
weather in January failed to 
freeze the market for new cars 
into a complete deadlock. While 
national registrations carried in 
ADN showed a decline from De- 
cember to January, new car reg- 
istrations in Erie county (largely 
Buffalo) showed a sharp gain. 

Registrations totaled 1,985 


enthusiasts is Leslie A. Smith, 
president of City Chevrolet, Inc. 
“During February we sold 123 
used cars and at the end of the 
month had 71 on hand. This is 
decidedly less than normal. 

“We are not worried for the 
spring season. There isn’t any 
question about the sale of new 
cars showing a sharp advance. 
As for profits, well, I am confi- 
dent dealers will make more 
profit this year than they did in 
1929. However, they must keep 
their feet on the ground and not 
go hay-wire on trade-ins. This 
firm made more than $10,000 in 
the first two months of this 
year.” 

Reginald H. Birk, president of 


iasm. “There is plenty of busi- 
ness ready to break this spring 
as far as new cars are concerned. 
What we need is factory co-op- 
eration in the sale of used cars. 
I think factories realize this and 
we are certainly grateful for in- 
stitutional advertising on used 
cars that now is being placed. 


“There will be a lot of busi- 
ness done this year and dealers 
can get a real break in the profit 
column if they use ordinary bus- 
iness sense. The outlook is tre- 
mendously encouraging. Our 
stock of used cars is about right, 
sales and trade-ins about bal- 
ancing. We sold 15 new cars 
last Saturday, the best day we 
have had in a long time. That 
pepped up the whole organiza- 





against 1,598 in December and 
1,076 in January last year. 
One of the most outspoken 


NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jarsey Motor List Co., and Metropolitan New York area which are compiled by Sherloek & Arnold 


CHRYSLER GROUP FORD GROUP GENERAL MOTORS GROUP 


burden is not oppressive and 
their inventories are remaining 
about even. They are not sure 


Birk & Bailey, Inc., Ford dealer, 
also is outspoken in his enthus- 


tion and we are on our way to a 
prosperous spring.” 
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record of the three original lifts 
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the industrial world serving the largest and finest industries. 


The largest and finest line of hydraulic lifting devices in 
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which has just been installed. Actions still speak louder than words! 
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the installation of an additional lift. That is the record of the Packard Motor Car Com 


in one of the largest and finest service buildings in the east. As to the 
installed there—well, those records alone must be back of the order for 
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WASHINGTON.—Detailed con- 
firmation of the Automobile Daily 
News forecast of a spring boom 
in automotive sales was forth- 
coming this week from leading 
dealers in a position to speak au- 
thoritatively on the outlook in 
the District of Columbia, Mary- 
land and Virginia. 

The Automotive Daily News 
correspondent was told by rep- 
resentative distributors here that 
the volume of pending business 
is reaching record proportions, 
and that the prospect for bus- 
iness in the immediate future is 
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Spring Outlook Bright, 
Washington Dealers Say 


brighter than it has been at the 
corresponding period for years 
past. 

Washington is the major dis- 
tribution point for a wide area 
in the District of Columbia, 
Maryland and Virginia, and lead- 
ing dealers here are in close 
touch with conditions not only 
in the national capital, but over 
a broad reach in the neighboring 
states. 

Below are excerpts from typi- 
cal statements’ gathered _ this 
week: 

According to Frank Pohanka, 





Oldsmobile dealer, “a record vol- 
ume of sales is awaiting only a 
break in the weather. We have 
every reason to believe that our 
spring business will exceed that 
of any previous spring season. 
This statement is based upon 
facts and not conjecture.” 

In the opinion of L. R. Col- 
burn, sales manager for the 
Packard Washington Motor Co., 
“there is more business in sight 
right now than at any time in 
the history of our company.” 

Spokesren for H. B. Leary 
jr., and Bros., Chrysler distribu- 
tors, and for the Trew Motor Co., 
Dodge and Plymouth distributors, 
expressed themselves in a high- 
ly optimistic vein on the outlook 
for sales during the months 
which lie immediately ahead. 
Both pointed out that, all things 








taken into consideration, sales 
had held up satisfactorily during 
the arduous winter season in this 
territory. Spring business, it was 
stated, should approach, or ex- 
ceed, the best previous levels 
over a long period of years. 

“Prospects definitely are very 
bright for new car sales,” it was 
asserted by Carroll Smeak, sales 
manager for Stanley Horner, 
Ine., Buick distributors. “How- 
ever, the used car situation could 
stand considerable betterment.” 

“Unusually good,” was the way 
the outlook for spring sales was 
characterized by Charles Lind- 
say, sales manager for the War- 
field Motor Co., Lincoln distrib- 
utors. 

That the prospects are excel- 
lent in both the new and used 





car fields was the view expressed 
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by W. A. Rogers, president of 
the Barry-Pate Motor Co., Chev- 
rolet dealers. “I look forward to 
outstanding business not only in 
new cars, but in used cars as 
well.” 


The unqualified statement that 
“the outlook is for the biggest 
spring in our history,” was made 
by C. Dick English, president of 
Capitol Motors, Inc., Ford 
dealers. 


Dealer Moves Used Cars 


With Combination of ‘10’ 


SEATTLE. — Combination of 
three “10s” moved a record vol- 
ume of used cars for S. L. Sav- 
idge, Inc., Plymouth and Dodge 
distributor, recently. 

The three “10s” were 10 per 
cent discount, 10 per cent down, 
and 10 days’ free trial. The idea 
caught the public interest and 
caused sales to beat all records. 


The special event lasted for 10 
days bringing a fourth 10 into 
the picture, and it all started 
when the firm found its heavy 
sales of new cars was building up 
an enormous stock of used cars. 

Prices were reduced and a 10- 
day sales announced, during 
which buyers were permitted to 
deduct a further 10 per cent from 
the prices marked on the cars, pay 
10 per cent cash down, and then 
take the car out for 10 days free 
trial. If the car “does not make 
good in this trial period the firm 
will,” was the thought expressed 
in advertising this feature of the 
sale. 

During the first day of the 
event 28 cars were sold, and over 
60 cars moved in three days. 


AN 


INVITATION 
TO 


Profit-Seeking 
DEALERS 
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@ Safe driving is a nation-wide topic of 
interest to everyone, creating a widespread 
demand for better road 
dark. Few realize that the ratio of fatal 
accidents to total accidents occurring during 
dusk and darkness, is 92% greater than for 
daytime accidents. A _ reasonable rate of 
speed for daytime may be dangerous at night 
without the proper lighting equipment. 


The Lorraine Fog Light has been developed 
and designed to meet the most hazardous 
driving conditions, and is effective in fog, 
snow or on wet pavements. It is a pleasure 
to drive behind a pair of Lorraine Fog 
Lights, and every user becomes a_ booster. 
Model 45 is all chrome plated, listing at 
$8.50. Model 47 is black enamel with 
chrome rim, listing at $6.00. Large, heavy 
bracket fits all model cars, buses and trucks. 
Long metal shielder wire and attractive in- 
strument panel switch included. 


illumination after 


The Appleton Electric Company, manufac- 
turers of Lorraine, the finest driving light in 
the world, now offer a complete line of 
auxiliary lights, representing good profits to 
our dealers. An attractive catalog is sup- 
plied on request, together with the name 
of the distributor serving your 
territory. 


wholesale 


APPLETON ELECTRIC COMPANY 
(AUTOMOTIVE DIVISION) 


1753 WELLINGTON AVENUE 
CHICAGO, ILLINOIS 
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Accessories 
Enter New Highs 
For the Year 


By C. J. ALEXANDER 

NEW YORK .—Price move- 
ments among the automotive 
stocks were irregular again this 
week with General Motors pro- 
viding what leadership there was. 
A feature among the part and 
accessory shares was Eaton which 
entered new high ground for the 
year. Spicer also made a new 
high. Eaton declared a quarter- 
ly dividend of 50 cents a share 
placing its stock on a $2 an- 
nual basis as against $1 pre- 
viously. Extras totaling 50 cents 
were paid in 1935, however. The 
new dividend is payable May 15 
to stock of record May 1. Mus- 
kegon Motor Specialties declared 
a dividend of 50 cents on its pre- 
ferred stock payable April 4 to 
stock of record Mar. 30. C. M. 
Hall Lamp declared 10 cents pay- 
able Mar. 31 to stock of record 
Mar. 28. 


Rubber at New High 


The Automotive Daily News 
stock price averages for Wednes- 
day, Mar. 18, compared as fol- 
lows with the week preceding 
and with a year ago: 

This Year 

Week Week Change Ago 
24 motors 5.39 44.79 0.60 19.77 
10 car-truck 47.41 46.63 0.78 20.34 
10 = parts-accessories 43.65 43.66 20.11 
4 tire-rubbers ... 26.45 27.08 12.68 


Last 


into new high ground for this 


year and last, due in part to the 
sharp advance in the common 


stock of the United States Rub- | 


ber Co. Both the common and 
preferred of this company made 
new highs for 1935 and 1936. Lee 
Rubber & Tire also made a new 
high. Eaton Manufacturing was 
outstanding in the parts and ac- 
cessory group, with a new high. 

The price movement in the 
week ended Wednesday was ir- 
regular, with the trading less ac- 
tive in the automotive shares as 


a whole. Chrysler failed to hold | 


above the 100 mark. General 
Motors showed only fractional 
changes for the most part. 


Study Goodrich Plan 


A plan for taking care of the 
arrears in dividends on the pre- 
ferred stock of the B. F. Good- 
rich Co. is being considered by 
directors of the company, accord- 
ing to J. D. Tew, president. It is 
hoped by the management that 
it will be able to make recom- 
mendations to 
the course of a few months. The 
arrears amounted to $31.50 a 
share at the end of 1935. 

Marlin-Rockwell has declared 
a quarterly dividend of 50 cents 
on its capital stock, payable Apr. 
1 to stockholders of record Mar. 
21. 

Some preferred stockholders of 
the Autocar Co. have made ob- 
jections to the recapitalization 
plan and the meeting of stock- 
holders at which the proposal 
will be voted on has been post- 
poned to Apr. 1. The plan is be- 
ing defended by the management 
of the company on the grounds 
that it provides the only means 
of obtaining new money and be- 
cause it would avoid the neces- 
sity of filing for reorganization 
under the Bankruptcy Act. 

Adds Chrysler Shares 

City Auto Stamping Co. de- 
clared the quarterly dividend of 
15 cents a share on its capital 
stock, payable Apr. 1 to stock- 
holders of record Mar. 24. Ameri- 
can Brake Shoe & Foundry de- 
clared 30 cents on its common, 
as against 25 cents previously, 
and the regular of $1.75 on its 
preferred, both payable Mar. 31 
to stock of record Mar. 27. 

The Shenandoah Corp., invest- 
ment trust, added 12,700 shares 
of Chrysler stock to its holdings 
in the last six months of 1935, 
according to its report, issued 
this week. The Chrysler total 
now is 17,200 shares for this 


stockholders in| 
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GM Leads Motor Shares in Week of Uneven Trading 


trust. Holdings of General Mo- 
tors at the end of last year to- 
taled 3,727 shares, an increase of 
1,727 over June 30, 1935. Five 
thousand shares. of Libbey- 
Owens-Ford were acquired in the 
last half of the year, none hav- 
ing been held on June 30. Hold- 
ings of Borg-Warner were cut 
from 1,500 to 1,000 shares. 


Elis Larson Purchases 


Chicago Parts Company 


CHICAGO.—Elis L. Larson, 
formerly assistant to Henry 
Lansdale, general manager of 
National Automobile Parts 
Assn., Detroit, has purchased the 
United Parts Mfg. Co. here and 
has been elected president and 
general manager. 


The company 
replacement parts 
biles and trucks, including a full 
line of parts for hydraulic 
brakes, complete water pumps 
and brake cables’ furnishing 
equipment. 


manufactures 
for automo- 


Budd Co. May Resume 


Dividends on Common 
PHILADELPHIA.—Resumption 
of dividends on the common stock 
of the Budd Wheel Co. was in- 
dicated as a possibility for the 
near future by Edward G. Budd, 
president, following the annual 
meeting of stockholders at which 
six directors were re-elected. 
“Only a relatively small part of 


The tire and rubber group went | our earnings of $784,444 for last 


year were distributed, but enough 
to pay up all preferred dividends 
and leave only $210,000 in arrears 
on the sinking fund,” Budd said. 
“Payment of this arrearage has 
been authorized, after which 
earnings will be available as divi- 
dends on the common stock.” 

Budd said the company had re- 
cently completed a foundry for 
the production of brake drums 
and added that its operation is 
reducing costs, 

An extra compensation fund, 
which will amount to approxi- 
mately $60,000 on the basis of 
1935 earnings, was authorized by 
a vote of 1,577,996 to 14,337. 
Directors re-elected were Don- 





Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Mar. 





20—3:30 P.M.—Irregular price movements 
continued to prevail today among the automobile stocks. 
Changes were fractional for the most part, with changes 
from yesterdays close being mixed. 
the group leader, but trading was light. 


General Motors was 








ald Alexander, Detroit; Edward 
G. Budd and P. Blair Lee, Phila- 
delphia; Paul Fuller jr, New 
York; Paul Pleiss, Paris, France; 
and Georges F. Doriot, Boston. 


lacobe Co. Buys 
Cambridge Firm 


NEW YORK. - — — Acquisition of 
the business of Anderson Mfg. 
Co. of Cambridge, Mass., by the 
F. L. Jacobs Co. of Detroit, was 
announced today. The companies 
manufacture automobile acces- 
sories. 

The transaction involved the 
payment of 80,000 shares of capi- 
tal stock of the Jacobs company. 


Qpewenenees ac SSS 


Bendix Dividend 


SOUTH BEND, Ind. — For the 
second consecutive quarter Bendix 
Aviation Corp., here, made a divi- 
dend payment of 25 cents a share 
on 2,097,663 shares of common | 
stock, par value $5. Total quarterly | 
dividend payment amounted to| 
$524,415.75. 





Canadian Goodrich 


MONTREAL.—Canadian Goodrich 
Co. had net trading profit of $333,- 
075 in 1935, compared with $269,697 | 
in 1934. After providing for de- 
preciation, bond interest and other | 
charges, net profit was $66,556. Cur- | 
rent assets totaled $2,179,488 and/| 
liabilities $436,544. 


Aluminum Reports 

CINCINNATI. — Net Profits of 
$72,675.82, after federal income 
taxes, are reported by Aluminum 
Industries, Inc., for 1935. 

This is equal to 73 cents a share 
on outstanding stocks and com- 
pares with net profits of $69,661 
or 70 cents a share, in 1934. Gross 
sales last year were $2,320,300— 
compared with $2,444,328 the pre- 
vious year. 

Surplus balance, as of Dec. 31, 
1935, was $351,973 and total cur- 
rent assets were $1,188,404 against 
current liabilities of $463,529. The 
two latter figures compares with 
$1,014,932 and $276,123. 


C.-W. Declares 

MUSKEGON, Mich.—Directors of 
the Campbell, Wyant and Cannon 
Foundry Co. have declared a divi- 
dend of 25¢c a share, payable Mar. 
31 to stock of record Mar. 14. This 
is in addition to the regular quar- 
terly dividend of this amount, pay- 
able Feb. 29. The company and 
its subsidiaries had in 1935 a net 
profit of $654,002, equal to $1.90 a 
share on 343,675 shares, as com- 
pared with a net loss in 1934 of 
$17,414. 


Muskegon Motor 
MUSKEGON, Mich—The Muske- 


| gon Motor Specialities Co., partially 


owned subsidiary of the Houdaille- 
Hershey Corp., reports for 1935 a 
net profit of $55,535 after deprecia- 
tion and federal taxes, equal to 92c 
a share on 60,000 no par value 
shares of Class A stock outstanding, 
on which there are accrued dividends. 
This compares with a 1934 net profit 
of $107,716 or $1.80 a share on the 


| Class A stock. 
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GM Stockholders 
Number 353,186 
In First Quarter 


NEW YORK.—The total num- 
ber of General Motors common 
and preferred stockholders for 
the first quarter of 1936 was 
353,186 compared with 337,218 
for the fourth quarter of 1935 
and with 350,663 for the first 
quarter of 1935. 

There were 333,333 holders of 
common stock and the balance 
of 19,853 represents holders of 
preferred stock. These figures 
compare with 317,500 common 
stockholders and 19,718 preferred 
for the fourth quarter of 1935. 


Autocar Sales 
Up; Financing 


Plan Discussed 


ARDMORE, Pa. — Upward 
trends in the heavy duty truck 
industry were signalized by the 
disclosure, at the annual meeting 
of the stockholders of The Auto- 
car Co., that the company was 
in the black for the last quarter 
of 1935, and that January and 
February sales had _ exceeded 
those of the corresponding 
months of 1935 by 102 per cent. 
All directors were re-elected. 

The meeting was asked to con- 
sider the recapitalization plan, 
necessitated by the maturing 
May 1, 1937, of $907,000 first 
mortgage bonds. The plan, which 
was explained by Walter F. 
Mack, director of the Phoenix 
Securities Co., and Autocar, pro- 
poses raising $310,000 new capital 
by an issue of 10-year deben- 
tures. Although a large majority 
of stockholders supported the 
plan, the meeting was adjourned 
until Apr. 1 in order to give more 
time to a small group chiefly 
representing the Clarke interests. 

Autocar sales of Studebaker 
trucks, for which Autocar acts 
as selling agent through its 
branches, are 98 per cent higher 
for the first two months this year 
than for the same months of 
1935. 


-~ Anderson Named 


Comptroller of GM 
NEW YORK.—At a _ meeting 
of the finance committee of Gen- 
eral Motors Corp., Mar. 16, A. C. 
Anderson was 
appointed comp- 
troller of GM. 
Anderson = suc- 
ceeds E. W. 
Proctor, who 
has been grant- 
ed a leave of 
absence in con- 
sideration of 
long and faith- 

ful service. 
A. ©. Anderson Anderson's 
early connection 
with GM was with the Weston- 
Mott Co. He began as a produc- 
tion clerk in 1909, and rose to the 
position of comptroller of Wes- 
ton-Mott in 1916. After the 
Weston-Mott Co. had been 
merged with the Buick division 
of GM, Anderson served as assist- 
ant to the comptroller of Buick, 
and in 1919 he was transferred 
to the corporation’s central office 
in Detroit as assistant comp- 

troller. 


Republic Shows Profit 


CARTON, O. — Republic Steel 
Corp. made a net profit of $4,4565,- 
735 in 1935, after all charges in- 
cluding depreciation, the annual fi- 
nancial statement showed. In 1934, 
a net loss of $3,459,428 was incur- 
red. 


Gas Taxes Gain 

NASHVILLE. — Commissioner of 
Finance and Taxation Dancey Fort 
reports that gasoline tax collections 
for February totaled $1,137,108.76, 
compared with $1,113,223.28 in Feb- 
ruary, 1935, or an increase of $23,- 
885.48. 
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South Bend Dealers Vary 


On Fall Announcements 


Chris 


Sinsabaugh 


By 


(Continued from Page 12) 


Portland shows, which already 


have been held, Bud declared | 


that both attendance and sales at 
both these places were consider- 
ably better than at the exhibi- 
tions of a year ago. 


+ ok * 


NO WONDER tourists 
from all parts of the 
States to take the famous coast 
route ride from San Francisco to 
Los Angeles or vice versa, a trip 
of something 
miles! 
sons little 


themselves are a 


braggy! They have cause to be, | 
|}new cars 


for the route is typical of what 
California has to offer the tour- 
ists, practically a boulevard its 
entire length, miles and miles of 
gliding through beautiful valleys 
surrounded by foothills and 
mountains, picturesque villages 
and towns to break any possible 
monotony; mountain roads that 


wind round and round the big | 
and then you hit Santa | 


peaks, 
Barbara and skirt the ocean to 
Los Angeles. And so good is the 


going that it is the easiest thing | 
in the world to drive from San | 


Francisco to Los Angeles faster 
than the train makes it by two or 
three hours. 


* * + 


IT WAS THE 


est feeling of fatigue. 
driving a factory Lincoln-Zephyr, 
placed at my disposal by Clarence 
Bullwinkel, Ford’s regional man- 
ager at Richmond, picked me up 
at the St. Francis Hotel in San 
Francisco at 8:00 in the morning 
and dropped me off at the Am- 


bassador here at 6:45 in the eve- | 


ning and we didn’t seem to hurry 
either, stopping at Paso Robles 
for a leisurely lunch. 


Riding the back seat of the 


Zephyr I was most favorably im- | 


pressed with the car’s perform- 
ance. It held the road perfectly 
and you sorta sensed the rugged 
power of the 12 as the car ate up 
the miles with apparently effort- 
less speed. 
on the comfortable back seat and 
we fairly romped up the hills. 
And I checked the gasoline at the 
end and found we had done bet- 
ter than 15 miles to the gallon. 
I thank you; Mr. Bullwinkel. 


* + . 


ERNEST INGOLD was one of 
the last dealers I talked to in San 
Francisco and while he wasn’t 
bragging about what he has done 
with Chevrolet in the two years 


he has handled the line, yet one | 
could not help but be impressed | 


with his unusual story cf his 


Washington Dealers 


Seek Manufacturer Aid | 


WASHINGTON. Automotive 


retailers of the national capital | 
are hopeful manufacturers of cars | 
help them | 


and accessories will 
shoulder the financial burden im- 
posed by the Social Security Act 
of the District of Columbia, which 
went into effect last Jan. 1. 

For the creation of a fund for 
compensation of involuntary un- 
employment, all employers in the 
capital are now taxed upon their 
payroll volume, 1 per cent this 


year, 2 per cent next year and | 


3 per cent annually thereafter. 


As the result of apprehension | 
expressed by members, the Wash- | 


ington Automotive Trade Assn. 
met this week, discussed the situ- 
ation and passed a resolution ask- 


ing all manufacturers of products | 


sold by the members to give 
“immediate and serious consider- 
ation to increasing the profits of 
dealers, in order to take care of 
the increased cost of doing busi- 
ness due to this new form of 
taxation.” 


come | 
United | 


in excess of 460 | 
And no wonder the native | 





longest single- | 
day drive in my experience, the | 
one I made Friday, the 13th, yet I | 
came through without the slight- | 
Bob Hollis, | 


I even snoozed a bit | 


climb up Bill Holler’s ladder. I’m 
told he ranks third nationally. 


You see, Ingold came into the 
business of retailing automobiles | 


live up to. He had been with | 


| Atwater Kent from 1926 to 1931, | 


then retired. Chevrolet, however, | 
appealed to\ 1im and he took on | 
the line in ’34. That first contract | 
was for 400 cars, then increased | 
to 500, then 700 two months later | 
and he wound up ’34 with a sales 
record of 900. Starting ’35, he 
made his quota in the first nine | 
months and he finished the year | 
with a record of sales of 1,189 | 
and 1,684 used cars. | 
This year his new car quota is 
1,500 but he expects to have to | 
step that up a couple of times 
anyway. Ingold has 116 employes 
in his establishment. 


United States Rubber Products, Inc. 
1790 Broadway, New York 


| tax. 


pee : — |now been passed 
without having any traditions to | 


Two More States 
Ask Tax Repeal 


NEW YORK.—Legislatures of 
two more states, Alabama and 
Kentucky, have forwarded resolu- 
tions to Congress asking repeal 
of the 1 cent per gallon gasoline 


by 21 states, 
while several state legislatures 
now in session are reported to be 
considering such resolutions. 
Both resolutions point out that 
the federal tax added to that im- 
posed by their states places a 
burden upon the users of gasoline 


beyond that which they should | 
carry, and they also declare that | 
the taxation of sales of gasoline | 


should properly be left to the ex- 
clusive use of the states 
means of providing road funds. 


Opposition of the states to the | 


federal tax on gasoline is based 
on the contention that the federal 
tax is reducing the revenue which 


Memorials of this kind have | 


as a} 


SOUTH BEND.—According to| 
dealers here opinion is varied as | 
| to whether fall model announce- | 
ments have injured new and used | 
car sales. 

D. A. Nye, of the Holycross 
and Nye agency for Fords, put it 
this way: 

“While there is a ready mar- 
ket for new and used cars, deal- 
ers have been. put on the spot by 
| the announcement of new fall 
| models. If manufacturers had 
held off until the first of the year 
we would have had a chance to 
unload. Used cars, especially in 
the medium class bracket, move 
readily and new car sales are as 
good as last year.” 


F. L. Mendez, Buick, Pontiac 
dealer, however, has a slightly | 
| different idea on the subject. He 
says: 


23 


announcing new models has had 
little effect on the sale of cars 
with us. Used car sales are low, 
but better. Prospects for new 
car sales are better than they 
have been in some time.” 

Trend in sales here, according 
to a majority of the dealers, holds 


| steady, with a slight drop in new 


car classifications expected. 
Dealers are well supplied with 
used models and find that there 
is a ready market for them, with 
sales comparing favorably with 
last week, when they were char- 
acterized as “good.” Studebaker, 
always a favorite here, reports 


| sales good and the trend up. 


Will Enforce Law 
RALEIGH, N. C.—An_ intensive 
drive to enforce provisions of the 
state driver's license law has been 
started here. Police are checking 
brakes, steering equipment, lights 


the states themselves obtain. | 


“Action of manufacturers in} 


and horns on all cars. 


WITH CENTIPEDE GRIP 


IS SAFER! ADDS SMARTNESS! 
WEARS LONGER! 


Overnight ...U. S. Royal Master has jumped into the head- 


lines . . . tremendously increasing tire safety... 


opening a 


new field of profits for automobile and tire dealers! 


i 
SAFER from FORWARD SKIDS 
Hundreds of small tread blocks wipe slip- 
pery roads dry with a windshield-wiper- 
blade action... permitting safer stops. 


MUCH GREATER MILEAGE 


Extra tread depth, Tempered Rubber, 


greater flexibility ... only the Royal 


Master gives you all these features. 


bY 


7 


SAFER from SIDE SKIDS 
Flexible many-fingered ribs bite through 
to solid footing...allowing you to make 
rapid, straight-line emergency stops. 


ORDINARY TIRE 


U.S. ROYAL MASTER 


ae 


FLOWING, SILENT RIDE 


This chart which shows tire vibrations 
(greatly magnified) emphasizes the 
flowing ride of the U.S. Royal Master. 
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un-controlled power braking is cheaper! 








... but do yoo think it pays? 


VERY brake engineer knows there are practical 

limits to the leverage obtainable from moving 

the brake pedal through the few inches which a driver’s 

leg can push it. But today’s higher speeds and thicker 

traffic demand more and prompter stops. The sensible 

answer is, help the driver’s muscle with Power Brak- 
ing — BUT control it against too-violent stopping! 


Bendix alone offers this control—known as “Reac- 
tionary Cushioning”—which maintains “pedal-feel”, 
lets the driver know exactly how much braking he is 
exerting. Bendix provides this, plus every other known 
Power Brake advantage. 


Bendix alone possesses the background of a decade 
of experience with Bendix B-K Power Braking, on well 
over a million vehicles. Bendix engineers have pio- 
neered every important development in braking. 


Bendix alone, we seriously contend, is at present 
able to provide Power Braking for cars, trucks and buses 
that is everything Power Braking should be, yet sells 
for but little more than the very cheapest substitute for 
genuine Bendix B-K Controlled Vacuum Power Braking. 


BENDIX 


To build Power Braking as well as Bendix B-K is 
built, naturally costs considerably more. Materials are 
better. Dimensions are more generous. Tolerances are 
closer. Assembly is more painstaking. Inspections are 
more exacting. Installations are more carefully worked 
out. And finally Bendix nation-wide service is schooled 
and maintained and directed to insure the operator of 
a Bendix B-K equipped vehicle uninterrupted and 
satisfying performance. 


Don’t you believe all this is worth the very slight 
percentage more that it costs? Can you afford to risk 
the damage or loss of a valuable truck and its load for 
the sake of so slight a difference in price? Put your 
Power Braking situation up to Bendix. Quite likely the 
long experience of Bendix in the Power Braking field 
will provide a way to actually save you more than the 
little extra you pay for Bendix B-K security. 


BENDIX PRODUCTS CORPORATION 


(Subsidiary of Bendix Aviation Corporation) 


401 Bendix Drive South Bend, Indiana 


Controlled Vacuum 


POWER BRAKING 
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96% of all 
power brake 
installations 


are BENDIX 
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